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“Smart  Quotes” 


Representation  of  ethnic  minorities  in  U.S.  colleges  increased  29  percent  between 
1980  and  1993,  according  to  the  U.S.  Department  of  Education.  Hispanic  and 
Asian/Pacific  Islander  students  made  up  most  of  the  increase,  with  steady  gains 
through  the  1980s. 
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^Vmerican  teen- 
agers are  the 
victims  of  some 
negative  stereo- 
typing. In  fact, 
teens  care  about 
many  issues  that 
affect  their  lives 
and  the  world  in 
general,  reports 
the  annual  Target 
Teen  Survey. 
Teenagers  are 
concerned  about 
the  environment, 
the  quality  of  their 
education,  and  are 
far  more  family- 
oriented  than 
portrayed  in 
popular  media. 
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flyer,  or  mail-out.  Point  of  contact  is  SFC  Max  Coney,  HQ  USAREC  PAE,  (502)  626-0351 . 
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Simultaneous  Market 
Penetration 

The  time  has  come  for  us  to  use  all  of  our  resources 
= or  a two-pronged  attack  on  meeting  the  Army’s  mis- 
sion for  not  only  this  year,  but  also  for  our  entry  into 
FY  98.  I want  every  member  of  the  command  to  be 
postured  now  for  success  in  FY  98,  while  also  meeting 
the  needs  of  our  Army  for  FY  97. 

In  order  for  us  to  meet  the  challenges  of  the  future 
and  fill  critical  training  seats  this  year,  we  must  imme- 
diately focus  on  both  the  grad  and  senior  markets. 
Simultaneous  market  penetration  is  the  key  to  our 
success. 

Each  and  every  recruiter  should  now  be  recontacting 
the  1997  senior  list.  We  need  to  let  them  know  about 
the  new  Army  College  Fund  amounts  as  well  as  the  in- 
creased cash  bonus.  These  new  incentives,  as  well  as 
the  increased  Loan  Repayment  Program,  are  the 
“good  news”  that  you  can  spread  to  those  seniors  you 
have  previously  contacted,  as  well  as  to  those  who  will 
be  in  the  class  of  1998.  We  must  enlist  as  many  grad 
and  grad-like  applicants  for  the  near  term  as  we  possi- 
bly can,  while  at  the  same  time  building  our  entry 
DEP  for  FY  98.  The  class  of  1998  will  be  ours,  but 
only  if  we  start  to  plant  the  seeds  now.  We  cannot  wait 

The  tiass  of  1998  will  be  ours, 
but  only  if  we  start  to  plant  Hie 
seeds  now.  IVe  rannot  wait  and 
allow  our  rompetition  to  be  at 
their  doors  before  us;  we  must 
take  the  mission  to  the  door- 
step of  every  possible  prospert 
and  get  an  edge  with  our  inten- 
Hves  and  Hie  benefits  of  an 
Army  enlistment. 
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and  allow  our  competition  to  be  at  their  doors  before 
us;  we  must  take  the  mission  to  the  doorstep  of  every^ 
possible  prospect  and  get  an  edge  with  our  incentives 
and  the  benefits  of  an  Army  enlistment. 

As  I have  said  on  many  occasions,  only  our  non- 
commissioned officers  who  are  charged  with  the  mis- 
sion of  manning  our  Army  can  malce  the  difference.  I 
challenge  each  and  every  one  of  you  to  not  let  the 
Army  down;  prove  to  those  who  are  doubtful  that  the 
non-commissioned  officer  corps  is  up  to  the  challenge 
by  crossing  the  finish  line  successfully  in  FY  97.  You 
alone  can  place  the  Army  in  a position  where  we  can 
emphatically  state  that  FY  98  will  be  a very  good  year 
for  recruiting. 

The  leadership  of  our  command  has  been  challenged 
to  lead  you  to  the  needed  success.  The  direction  I have 
given  is  simple:  every  recruiter,  every  leader  must 
Icnow  the  strategy,  mission,  and  timetable  for  accom- 
plishment. Everyone  who  is  involved  in  the  recruiting 
process  must  direct  their  efforts  towards  filling  the 
critical  training  seats  remaining  for  this  year  and  en- 
sure that  time  is  devoted  to  penetrating  the  high 
school  senior  market,  both  for  this  year  and  for  the 
next  fiscal  year. 

As  always,  I count  on  you  to  malce  it  happen,  but 
more  importantly  our  Nation  deserves  an  Army  that  is 
staffed  and  ready  for  our  critical  missions.  You,  the 
field  recruiter,  whether  you  are  recruiting  for  the  Regu- 
lar Army,  Army  Reserve,  or  recruiting  for  our  special 
missions,  you  can  and  must  make  the  difference. 

Recruit  for  the  troops,  because  you  are  of  the  troops! 
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Taking  Care  of  Business 


Promoting  the  ASVAB 

by  Joe  Salisbury,  Recruiting  Operations  (Education) 

When  you  discuss  scheduling  the  Armed  Services  Voca- 
tional Aptitude  Battery  (ASVAB)  in  your  schools,  keep  in  mind 
that  the  schools’  responsibility  is  to  provide  for  their  students. 
Do  not  limit  your  conversations  to  the  ASVAB.  Instead,  talk  to 
counselors,  teachers,  principals  or  administrators  about  the  ca- 
reer exploration  program  that  is  provided  to  their  students  at 
no  cost  to  the  school. 

This  program  provides  students  the  opportunity  to  acquire 
career  development  skills,  such  as  methods  of  assessing  their  in- 
terests, abilities,  and  preferences.  It  provides  schools  and  coun- 
selors an  opportunity  to  have  a profound  impact  on  the  lives 
and  futures  of  their  students.  The  key  features  of  the  career  ex- 
ploration program  are  the  actual  ASVAB  and  an  interest  inven- 
tory. The  results  of  these  two  features,  along  with  personal 
preferences,  are  integrated 'm  Exploring  Careers:  The  ASVAB 
Workbook,  to  identify  and  prioritize  career  alternatives.  Each  stu- 
dent who  takes  the  ASVAB  receives  a copy  of  the  workbook  to 
use  and  keep  for  future  reference. 

The  ASVAB  is  the  most  widely  used  multiple  aptitude  test  in 
the  country.  It  consists  of  10  tests  with  334  items.  When  sched- 
uling the  ASVAB  you  need  a three-hour  block  of  time.  Stu- 
dents are  provided  individual  Student  Result  Sheets  and  the 
school  counselor  receives  a Counselor  Summary.  Scores  for  the 
10  individual  tests  are  reported  as  percentiles.  Three  composite 
scores  are  also  provided  in  a percentile  format.  These  compos- 
ites are: 

• Academic  Ability  — measures  potential  for  further 
formal  education. 

• Verbal  Ability  — measures  potential  for  verbal  activities. 

• Math  Ability  — measures  potential  for  mathematical 
activities. 

Two  general  ability  composites  are  also  provided  for  career 
exploration  purposes.  These  are: 

• ASVAB  Codes  — the  Academic  Ability  score  converted 
into  numbers  that  enable  students  to  identify  occupations 
whose  incumbents  have  aptitude  levels  similar  to  their 
own. 

• Military  Career  Score  — a composite  score  that  can  be 
used  to  estimate  the  likelihood  of  qualifying  for  enlisted 
occupations  described  in  Military  Career. 

The  second  key  feature  of  the  career  exploration  program  is 
the  interest  inventory.  This  is  located  in  Exploring  Careers:  The 
ASVAB  Workbook.  The  interest  inventory,  called  the  Interest- 
Finder,  was  developed  by  the  Department  of  Defense  and  is 
based  on  Dr.  John  Holland’s  Vocational  Personality  Theory. 
According  to  Holland,  there  are  six  personality  or  RIASEC 
types  into  which  most  people  fall.  These  personality  types  are: 

R (Realistic)  — Realistic  people  are  often  interested  in  me- 
chanical activities. 

I (Investigative)  — Investigative  people  are  often  interested 
in  mathematical  or  scientific  activities. 

A (Artistic)  — Artistic  people  like  activities  that  allow  self- 
expression  through  some  type  of  artistic  medium. 

S (Social)  — Social  people  often  prefer  activities  that  allow 
interaction  with  other  people. 


E (Enterprising)  — Enterprising  people  tend  to  prefer  ac- 
tivities that  allow  them  to  influence  others. 

C (Conventional)  — Conventional  people  often  prefer  ac- 
tivities that  allow  them  to  use  organizational,  clerical,  and  arith- 
matic  skills. 

After  the  ASVAB  has  been  completed  and  the  results  are  re- 
turned, it  is  time  to  schedule  post-test  activities.  This  is  a time 
when  the  key  features  of  career  exploration  discussed  above  are 
combined  to  provide  the  students  a “picture”  of  their  interests, 
abilities,  and  preferences.  This  picture  is  created  using  The 
Occu-Find  Booklet  that  is  provided  along  with  the  workbook. 
Contact  your  battalion  education  services  specialist  (ESS)  for 
assistance  in  completing  the  post-test  activities  and/or  for  a 
training  session  so  you  will  be  able  to  provide  this  service  by 
yourself 

Two  major  sources  are  available  for  students’  further  career 
exploration.  The  Department  of  Labor’s  Occupational  Outlook 
Handbook  and  the  Department  of  Defense’s  Military  Careers  are 
both  available  in  hard  copy.  Further  exploration  may  be  accom- 
plished by  using  most  local  and  national  Career  Information 
Delivery  Systems  (CIDS).  Military  Careers  is  also  available  on 
the  internet  at  www.militarycareers.com.  The  Military  Entrance 
Processing  Command  (MEPCOM)  has  recently  developed  a 
prototype  compact  disc  (CD)  version  of  the  Military  Careers. 
There  is  no  specific  date  set  for  the  release  of  this  CD  for  re- 
cruiters’ use.  Each  battalion  ESS  has  two  computer  versions  of 
the  Career  Exploration  Program  that  can  be  used  for  demon- 
stration purposes.  Schools  that  participate  in  the  Student  Test- 
ing Program  may  be  provided  these  computer  versions  only  by 
the  local  MEPS. 

All  of  the  above  information  on  scheduling  the  ASVAB  and 
providing  career  exploration  opportunities  for  students  will  be 
wasted  unless  the  correct  number  of  test  proctors  are  present  at 
the  scheduled  time  and  date.  A legal  opinion  was  rendered  in 
October  1995  that  disallowed  the  use  of  teachers  and  other 
school  personnel  as  test  proctors  because  this  is  considered  vol- 
unteer activity  not  allowed  by  federal  law.  One  proctor  is  re- 
quired for  every  40  students  or  multiple  of  40.  For  example,  41 
students  require  two  proctors,  a test  session  with  160  students 
requires  4 proctors.  The  test  administrator  (TA)  does  not  count 
as  a proctor.  If  the  proper  number  of  proctors  are  not  present  at 
your  test  site,  the  TA  has  three  options.  These  are: 

1.  Not  test  any  students.  Send  all  students  back  to  class  and 
create  a very  unhappy  school. 

2.  Test  only  the  number  of  students  for  which  sufficient  proc- 
tors are  present.  This  means  sending  some  students  back  to 
class.  Only  the  students  tested  would  have  the  career  explora- 
tion opportunities  to  use. 

3.  Test  all  students  present,  but  designate  the  test  session  as 
Code  7.  This  means  that  test  results  are  not  valid  for  enlistment 
purposes  and  that  test  results  are  not  released  to  the  recruiting 
services.  Students  would  have  the  career  exploration  opportuni- 
ties. You  would  have  nothing  for  your  time  and  effort. 

All  efforts  by  the  recruiting  services,  MEPCOM,  and  the 
Department  of  the  Army  have  been  unable,  so  far,  to  get  this 
opinion  reversed.  Some  relief  has  been  provided  to  MEPCOM. 
Limited  funds  have  authorized  to  contract  a school  to  provide 
proctors.  These  funds  are  for  multiple  room  sessions  or  large 
numbers  of  students  to  test,  and  must  have  been  arranged  at 
the  time  the  sessions  were  scheduled. 
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News  Briefs 
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From  the  CSM;  Station 
Commander's  Planning 
Guide 

Through  your  recruiting 
efforts  you  have  been  taught  how  and 
why  you  should  use  a planning  guide. 
You  have  come  to  understand  the  impor- 
tance of  establishing  a plan  to  improve 
resiJts.  For  instance,  if  your  prospecting 
was  low  last  week,  you  established  a plan 
on  how  to  overcome  your  shortfalls  and 
option  the  desired  results.  So  why  would 
you  stop  using  it  upon  a career  progres- 
sion to  station  commander?  Throughout 
my  visits  to  recruiting  stations,  I have 
found  that  station  commanders  are  not 
using  this  instrumental  tool  to  help  over- 
come shortfalls. 

Obtain  a weekly  planner  so  you  can 
see  at  a glance  what  is  happening  for  the 
whole  week.  Imagine  the  effectiveness  of 
this  tool  when  used  in  the  following 
manner.  Start  plugging  in  information 
such  as:  initial  interviews,  follow-up 
interviews,  testers  (groups  or  individ- 
ual), shippers,  DEP  follow-ups,  station 
meetings,  group  prospecting,  and  NRP 
counseling.  You  may  be  asking  yourself, 
why  place  information  on  a planning 
guide  when  it  is  readily  available  in  your 
station  management  system?  Let  me  ex- 
plain the  importance  and  advantage  of 
having  this  volume  of  information  vis- 
ible at  a glance. 

First  of  all,  knowing  at  a glance  how 
many  initial  interviews  will  give  you  an 
idea  how  many  testers  you  can  expect 
the  following  week.  Also,  with  this  infor- 
mation at  hand  you  will  realize  the  mo- 
ment your  recruiter  has  a no-show  and 
you  can  send  him  to  the  applicant’s 
house  instead  of  allowing  him  to  sit 
around  wondering  if  the  applicant  is  go- 
ing to  show.  It  also  gives  you  a chance  to 
spontaneously  monitor  interviews. 

Second,  this  will  give  you  a week’s 
view  of  follow-up  interviews,  and  we  all 
know  how  crucial  this  is,  because  the 
majority  of  our  contracts  come  from  the 
follow-up  interview.  This  gives  us  a 
weekly  view  of  possible  contracts  or 
hard  sells  you  might  want  to  support 
your  recruiter  on. 

Third,  if  upon  completing  a week’s 
MAPs  requirments  you  find  your  station 
is  short  on  prospecting,  this  will  allow 
you  to  plan  a station  blitz  without  inter- 
fering with  your  recruiters’  current  work 
plans. 

The  greatest  benefit  to  you  would  be 


the  expression  on  your  ISG’s  or  SGM’s 
face  with  your  spontaneous  response  to 
the  hard  questions.  This  guide  will  save 
you  from  having  to  flip  through  your 
management  folder  to  find  the  answers. 

Delta  seeks  recruiters 

Recruiting  for  Delta  requires  the  abil- 
ity to  interact  effectively  with  prospective 
Delta  candidates  as  well  as  senior  Army 
leadership.  It  requires  a competent 
briefer,  a person  who  is  highly  self-moti- 
vated, someone  capable  of  working  alone 
without  direct  supervision,  and  who  is: 

• Male 

• A volunteer 

• Holds  MOS79R 

• SSG  or  junior  SFC 

• No  history  of  recurring  disciplinary 
action 

• Possess  or  be  able  to  obtain  a secret 
security  clearance 

• GT  score  of  HO 

• Pass  the  APFT 

• Airborne  qualified  or  volunteer  for 
airborne  duty 

• Demonstrated  success  as  an  Army 
recruiter,  with  a minimum  of  12 
months  as  a successful  station 
commander 

Interested  recruiters  should  mail  a copy 
of  their  DA  Form  2A  and  2-1,  last  two 
NCOERs,  and  phone  numbers  to  Re- 
cruiting Team,  PO.  Box  70149,  Fort 
Bragg,  NC  28307,  or  fax  copies  to  (910) 
396-0607  or  DSN  236-0607. 

POC  is  SFC  Walthers,  (910)  396-0689. 


Information  Security  Alert 

Individuals  in  USAREC  are  receiving 
and  forwarding  chain  letters  via  cc:Mail. 
Chain  letters  are  a potential  source  for 
viruses.  In  addition,  chain  letters  that 
request  the  recipient  forward  it  to  a 
number  of  people  who  in  turn  are  re- 
quested to  forward  it  to  a number  of 
people  tend  to  tie  up  resources  and/or 
slow  the  system  down.  In  many  cases 
this  is  the  intent  of  the  letter’s  originator, 
to  attempt  to  disrupt  a system’s  service. 
Chain  letters,  joke  lists,  and  other  similar 
unofficial  mail  places  an  unnecessary  bur- 
den on  any  electronic  mail  (e-mail)  sys- 
tem, and  the  USAREC  cc:Mail  system  is 
no  exception. 

Regulations  state  that  government 
owned  and/or  funded  e-mail  systems  are 
intended  for  the  communication,  trans- 


mission, processing,  and  storage  of  offi- 
cial or  authorized  information  only.  They 
are  subject  to  monitoring  at  all  times  and 
any  user  should  be  aware  that  all  infor- 
mation placed  in  a government  system  is 
subject  to  monitoring  and  is  not  subject 
to  any  expectation  of  privacy. 

Users  receiving  chain  letters  from 
sources  outside  USAREC  should  notify 
their  TASO  or  ISSO  for  guidance.  ISSO 
or  TASO  must  ensure  systems  are  pro- 
tected and  outside  messages  are  virus 
free.  Notify  Mr.  Teegarden  for  guidance. 

All  chain  letters  or  other  similar  unoffi- 
cial messages  received  via  USAREC 
cc:Mail  should  be  deleted  without  for- 
warding. 

Users  and  TASOs  must  report  all  com- 
puter virus  infections  to  Mr.  Teegarden, 
1-800-223-3735  ext.  6-0027,  502-626- 
0027,  or  DSN  536-0027. 


How  to  stop  child  abuse  in  a 
public  place 

It  can  be  very 
uncomfortable  to 
watch  the  mis- 
treatment of  a 
child  by  an  adult 
out  of  control. 

Fortunately,  there 
are  things  you  can  do  to  help.... 

1.  Strike  up  a conversation  with  the 
adult  to  direct  attention  away  from  the 
child.  Say  something  like: 

• “She  seems  to  be  trying  your 
patience.” 

• “My  child  has  gotten  upset  like  that, 
too.” 

• “He  has  beautiful  (eyes)” — to  get  the 
parent  in  a positive  mood. 

• “Children  can  wear  you  out,  can’t 
they?  Is  there  anything  I can  do  to 
help?” 

2.  Divert  the  child’s  attention  (if  misbe- 
having) by  talking  to  the  child. 

3.  Praise  the  child  and  parent  at  the 
first  opportunity. 

4.  If  the  child  is  in  danger,  offer  assis- 
tance. For  example,  if  the  child  is  left  un- 
attended in  a grocery  cart,  stand  by  the 
child  until  the  parent  returns. 

5.  Avoid  negative  remarks  or  looks. 
These  reactions  are  likely  to  increase  the 
parent’s  anger  and  could  make  matters 
worse. 

Provided  by  the  National  Committee  to  Pre- 
vent Child  Abuse 
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News  Briefs 


United  States  Army  Recruiting  Command 
Commanding  General’s 

Law  Day  Proclamation 


Whereas,  May  1st  is  Law  Day  in  the  United  States  of  America, 
and 

Whereas,  the  United  States  of  America  has  been  the  citadel  of 
individual  liberty  and  a beacon  of  hope  and  opportunity  for  more 
than  200 years  to  many  millions  who  have  sought  our  shores,  and 

Whereas,  the  Constitution  of  the  United  States  of  America  and 
the  Bill  of  Rights  are  the  heart  of  that  body  of  law,  which  guar- 
antees us  many  freedoms  — including  freedom  of  religious  belief, 
freedom  to  have  and  hold  property  inviolate,  freedom  of  assembly, 
freedom  of  speech,  freedom  of  the  press,  freedom  of  petition,  and 
due  process  of  the  law,  amon^  others  and 

Whereas,  this  year  marks  the  40th  annual  nationwide  obser- 
vance of  Law  Day,  and  the  Conpfress  of  the  United  States  and 
the  President  by  official  proclamation  have  set  aside  Mxiy  1 as  a 
special  day  for  recognition  of  the  place  of  law  in  Americn  life. 

Now,  therefore  I,  as  Commander  of  the  United  States  Army 
Pxcruiting  Command,  do  hereby  desipfnate  May  1,  1 997,  as 
Law  Day  and  call  upon  all  USAREC  soldiers,  civilian  employ- 
ees, and  family  members  to  celebrate  and  commemorate  the  role 
of  law  in  our  lives. 


ALFONSO  E.  LENHARDT 
Major  General,  USA 
Commanding 


Band  video  wins  national  competition 

by  Maggie  Browne,  Bscruiting  Support  Battalion 

“The  Musicians  of  Army  Bands”  recruiting  video,  recently  sent  to  brigades,  battal- 
ions, and  companies  by  the  Recruiting  Support  Battalion,  has  received  the  Crystal 
Award  for  Excellence  from  The  Communicator  Awards. 

The  Crystal  Award  for  Excellence  is  given  to  videos  that  best  communicate  an 
organization’s  message.  Competitors  come  from  professional,  corporate,  government, 
television,  advertising,  and  public  relations  agencies  across  the  country. 

The  video,  which  illustrates  various  aspects  of  Army  bands,  will  assist  recruiters  in 
arousing  interest  in  the  Army  band  program.  It  is  a comprehensive  look  at  the  Army 
band  program  and  a good  overview  of  the  benefits  available  to  Army  band  members. 

It  features  band  members  playing  every  genre  of  music  from  concert  band  to  classi- 
cal and  rock  to  jazz.  Musicians  talk  about  the  program  and  their  experiences  in  their 
own  words. 

This  award-winning  video  also  underscores  the  travel  opportunities  and  the  chance 
to  play  at  many  high-level  events,  and  with  world-renowned  symphonies. 


Web  sites 

Have  potential  recruits  inquired  about 
Army  education  programs?  Do  you  want 
to  show  recruits  and  their  parents  some 
information  on  Army  education  centers 
throughout  the  world? 

If  you  have  access  to  the  Internet,  you 
can  find  information  to  answer  these  two 
questions  at: 

http://www.voled.doded.mil.  If  you  are 
willing  to  surf  a little  farther,  try  http:// 
www.voled.doded.mil/soc/index.htm. 
These  pages  provide  current  information 
on  the  Servicemembers  Opportunity  Col- 
leges (SOC)  and  the  Concurrent  Admis- 
sions Program  (CONAP).  The  inform- 
ation on  CONAP  is  valuable  to  the  re- 
cruiter, potential  colleges,  and  applicants. 

Speaking  of  web  sites,  try  to  visit  the 
Defense  Activity  for  Non  Traditional 
Education  Support  home  page, 
http://www.voled.doded.mil/dantes. 
This  site  has  information  on  all  the  pro- 
grams that  DANTES  offers.  One  more 
useful  site  is  the  one  for  the  Army/ Ameri- 
can Council  on  Education  Registry  Tran- 
script (AARTS).  This  can  be  found  at 
http://leav-www.army.mil/aarts. 

If  you  have  any  questions  or  have 
found  other  sites  that  you  have  found 
valuable,  please  contact  William  Kunisch 
at  502-626-0771. 


ASVAB  awarded 

The  ASVAB  Career  Exploration  Pro- 
gram has  earned  a second  award  for  excel- 
lence. The  Association  for  Assessment  in 
Counseling  has  named  the  ASVAB  Ca- 
reer Exploration  Program  the  recipient  of 
its  1997  Exemplary  Practices  Award. 

This  award  compliments  the  1996 
award  for  excellence  and  innovation  be- 
stowed by  the  American  Association  for 
Career  Education. 

Recruiters  and  battalion  education 
services  specialists  are  encouraged  to 
discuss  the  ASVAB  Career  Exploration 
Program  with  school  officials  as  a tool  in 
evaluating  students’  future  options. 


Correction 

The  Top  Team  (Large)  for 
RSM  January  1997  was  Billings 
Recruiting  Station,  Salt  Lake  City 
Battalion. 
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Pro  Talk 
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At  the  close  of  the  school  year 


by  SFC  Joseph  Necheporek,  Recruiting  Operations 

Tfs  graduation  time,  and  there  are  several  matters  that  we 
^ recrmters  must  take  into  consideration  — such  as  present- 
: Lig  certificates,  letters,  or  plaques  to  educators  for  their  sup- 
port and  appreciation  during  the  past  school  year. 

Graduation  is  the  most  important  event  of  the  school 
year.  Seniors  are  making  career  decisions  that  will  effect 
their  lives  now  and  in  the  future.  As  noncommissioned  offi- 
cers, you  must  be  sensitive  to  the  state  of  mind  of  many 
graduating  seniors.  “Their  plate  is  being  broken,”  that  is, 
the  financial  bond  between  parent  and  student  is  being  bro- 
ken. Seniors  are  moving  from  childhood  to  adulthood.  Sen- 
iors have  chosen  or  in  the  process  of  choosing  a career  path 
that  will  take  them  into  society  and  forward  into  their  own 
lives. 

That  is  why  we  as  recruiters  must  make  every  effort  to  at- 
tend each  graduation  ceremony.  We  need  to  contact  those 
seniors  who  haven’t  made  a decision  yet  about  what  they 
are  going  to  do  with  their  future,  and  we  must  assist  those 
who  have  made  a decision  (if  it’s  not  to  join  the  Army)  by 
providing  them  with  USAR  information. 

Seeing  you  at  the  graduation  ceremony  may  help  them 
make  the  decision  that,  like  you,  they  would  also  like  to  pur- 
sue a career  in  the  military.  For  the  same  reason,  it  is  very 
important  that  we  use  this  opportunity  to  attend  all  awards 
assemblies,  graduation  ceremonies,  and  graduation  parties, 
to  generate  and  refine  leads,  and  of  course  prospect  for  new 
leads. 


Where  fo  look  tor  prosperts 

m High  school  ASVAB  lists  — 
recontact  all  tested  3As  and  3Bs 

> High  school  LRLs  annotated 
with  the  following:  F,  REF  AC, 
AR,  NG, 

- Other  SVC,  MS,  NI,  CE, 
reference  USAREC  Reg  350-6 
Appendix  D 

> Previously  conducted 
appointments 


Awards  assemblies 

Recruiters  must  attend  award  assemblies  prior  to  gradu- 
ation. This  is  a special  occasion  where  the  entire  school  is 
assembled  in  either  the  gymnasium  or  the  auditorium,  and 
the  staff,  faculty,  and  local  organizations  are  invited  to  at- 
tend. 

The  Rotary  Club,  VFW,  American  Legion,  Women’s 
League,  and  other  organizations  may  be  present  to  recog- 
nize those  students  who  have  achieved  above  and  beyond 
their  fellow  classmates  in  academics  and  or  other  accom- 
plishments during  the  school  year.  These  students  may  be  re- 
warded by  various  scholarships  or  a certificate  of 
achievement.  This  event  gives  you,  as  an  Army  recruiter,  the 
opportunity  to  identify  and  recognize  those  students  that 
have  enlisted  into  either  the  Regular  Army  or  the  Army  Re- 
serve and  to  talk  about  what  incentives  they  received  by  en- 
listing (i.e..  Army  College  Fund,  Montgomery  GI  Bill, 
Student  Loan  Repayment  Program,  ROTC  scholarship, 
cash  bonus).  This  is  also  the  time  to  present  the  Scholar 
Athlete  awards  to  the  students  for  academic  and  athletic 
achievement  and  to  assist  the  West  Point  representative  with 
presenting  the  scholarship  to  students  who  have  been  se- 
lected to  attend  West  Point. 

You  will  find  that  once  you  as  an  Army  Recruiter  have 
been  given  the  opportunity  to  stand  in  front  of  the  entire 
school,  how  impressed  and  shocked  they  will  be  when  they 
find  out  exactly  what  the  US  Army  has  to  offer  young  men 
and  woman  in  today’s  Army.  The  fact  of  the  matter  is  that 
you  are  providing  evidence,  while  crafting  good  public  rela- 
tions for  yourself  and  the  US  Army. 

Graduation  teremony 

Participation  in  the  graduation  ceremony  is  very  impor- 
tant for  us  as  recruiters  for  many  reasons.  Once  again,  the 
key  is  visibility,  which  establishes  good  public  relations  with 
the  high  school  and  the  local  community  for  you,  as  an 
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Army  recruiter,  and  for  the  US  Army.  You  are  also  showing 
support  to  your  DEP  and  DTP  members  and  their  families 
by  taking  the  opportunity  to  present  high  school  diplomas 
to  your  DEP  and  DTP  members  or  by  providing  the  Color 
Guard  for  the  opening  ceremony. 

Graduation  parties 

This  is  an  excellent  opportunity  for  you  to  be  face  to  face 
with  graduating  seniors  by  being  a chaperone  during  the 
overnight  lock-in  senior  party.  You  will  also  get  to  meet  the 
parents  you  have  been  talking  to  all  year  while  trying  to  con- 
tact their  son  or  daughter.  You  will  find  that  it  is  a lot  easier 
for  the  seniors  to  communicate  with  you  at  a party,  as  a US 
Army  representative,  because  you  are  on  their  turf  and  a lot 
of  questions  will  be  asked  about  you  and  the  US  Army. 

They  are  among  friends  and  you  will  find  it  will  be  a pleas- 
ant evening  for  you  as  well.  Graduation  parties  also  give 
you  the  opportunity  to  do  something  different  other  than 
normal  work  activities,  and  to  relax  and  have  fun  at  the 
same  time.  You  may  also  get  a chance  to  tell  the  Army  story 
to  that  senior  you  had  a hard  time  getting  in  touch  with 
during  the  past  school  year,  as  w'ell  as  that  senior  that  you 
may  not  have  known  about  until  now. 

Teiephone  presperting 

It  is  very  critical  and  important  (during  this  time  of  the 
year  ) that  we  as  recruiters  focus  and  concentrate  on  seniors 
who  told  you  during  the  past  school  year  they  were  not  in- 
terested in  the  US  Army,  they  were  not  sure  what  their 
plans  are,  they  are  going  to  attend  college,  or  they  just  plan 
work  after  high  school. 

We  all  know  seniors’  plans  change  over  the  school  year 
for  many  reasons,  (e.g.,  denied  college  acceptance,  lack  of 
college  money,  denied  college  loan,  grants,  scholarships  , or 
employment  didn’t  come  through  as  planned).  Therefore,  it 
is  very  important  that  we  as  recruiters  recontact  each  and 
every  graduating  senior  to  reconfirm  their  plans  and  also  to 
tell  them  congratulations  for  graduating  high  school.  You 
will  be  quite  surprised  how  their  plans  change  over  the 
course  of  the  school  year,  and  by  recontacting  them  it 
shows  your  concern  and  interest  in  their  future.  If  we  don’t 
recontact  these  folks,  the  other  armed  forces  will.  You  know 
the  old  saying  “you  snooze,  you  lose.”  Don’t  let  this  hap- 
pen to  you. 

Lead  generation 

In  your  possession  you  should  now  have  the  graduation 
ceremony  commencement  notice  that  lists  all  graduating 
seniors.  It  also  lists  what  their  plans  are  (e.g.,  college,  uni- 
versity, the  vo-tech  school  they  plan  to  attend,  if  they  intend 
military  service,  or  if  they  have  work  plans).  This  will  also 
identifies  those  seniors  who  failed  to  graduate,  those  who 
said  to  you  they  were  going  to  graduate  and  didn’t  graduate. 


Contact  these  students  to  find  out  what  their  intentions 
are  now,  and  provide  them  with  assistance  in  returning  to 
high  school.  Whether  they  plan  summer  school,  adult  edu- 
cation, or  returning  in  the  fall,  this  gives  you  the  opportu- 
nity to  mentor  these  students  with  guidance  and  direction, 
and  at  the  same  time  tell  them  about  the  opportunities  avail- 
able for  them  in  today’s  Army.  This  is  an  excellent  tool  for 
you  to  Refine  and  Blue  Print  your  current  high  school  and 
upcoming  LRLs  and  put  this  information  to  good  use. 

In  closing 

You  are  probably  asking  yourself,  “Why  am  I investing  all 
this  time  and  effort,  and  what  am  I getting  in  return?” 

Think  of  yourself  as  a potato  farmer  and  you  are  planting 
and  cultivating  that  seed,  and  in  the  near  future,  you  will 
pick  and  harvest  that  potato,  which  will  be  either  a Senior 
A or  Grad  A.  Have  a nice  summer  and  happy  recruiting. 


Walk  the  Talk 

If  you  preach  teamwork,  do 
you  work  well  with  others?  If 
you  ask  your  people  to  take 
risks,  does  your  behavior 
match  your  words? 

If  you  recommend  lifelong 
learning,  do  you  attend  semi- 
nars [or  training]  and  keep 
up  in  your  field?  Managers 
who  fail  to  practice  what  they 
preach  lack  credibility.  Others 
won't  follow  their  advice. 

Put  this  reminder  on  your 
wall:  Walk  the  Talk. 

(from  T^e  Answers  Are  on  the  Office  Wall, 
by  Paul  Thornton,  Monochrome  Press; 
taken  from  Communication  Briefings  by 
permission) 
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Former  president  jumps 
vrith  the  Golden  Knights 


by  Tina  M.  Meek,  Promotional  Programs  Manager,  A&PA 

As  former  President  George  Bush  leaped  to  his  12,500- 
foot  accelerated  free-fall  descent  March  25,  members  of  the 
US  Army  Recruiting  Command  were  on  and  behind  the 
scenes  to  help  ensure  a successful  skydive  in  Yuma  Proving 
Ground,  Ariz. 

“The  Golden  Knights  are  the  best,”  were  the  words  of  the 
72-year-old  former  president  after  his  historic  jump  and 
landing  on  to  Phillips  Drop  Zone. 

At  Bush’s  request,  members  of  the  elite  US  Army  Para- 
chute Team  helped  to  train  and  assist  his  jump  in  the  Ari- 
zona Desert.  The  Golden  Knights  became  a part  of 
Recruiting  Command  Oct.  1,  1996.  Participating  in  the 
presidential  event  were  SFC  Andy  Serrano,  jumpmaster; 
SSG  Ken  Kassens,  team  photographer;  and  LTC  Danny 
Greene,  team  commander. 

“President  Bush  made  it  very  clear  that  he  wanted  to 
jump  with  the  Golden  Knights.  He  said,  T want  to  do  the 
jump  with  the  Golden  Knights  because  1 have  a lot  of  re- 
spect for  them  and  I’d  feel  safe  with  them,”’  Greene  said. 


In  a later  interview.  Bush  said,  “The  Golden  ICnights  are 
the  best  in  the  business  and  they  lived  up  to  every  expecta- 
tion 1 had.  It  was  a great  thrill  to  have  them  there.” 

On  the  ground  and  behind  the  scenes,  were  members  of 
USAREC’s  Advertising  and  Public  Affairs  Directorate  who 
were  tasked  by  the  Department  of  the  Army  to  handle  me- 
dia relations  for  the  event,  which  drew  interest  from  around 
the  world.  USAREC  personnel  involved  in  the  event  were 
CPT  Fred  Kane,  Douglas  Smith,  Tom  Tiernan,  and  Greg 
Calidonna. 

“USAREC  had  a small  staff  and  a lot  of  phone  calls. 
There  were  well  over  100  calls.  We  had  media  interest  from 
newspapers  and  radio  and  television  stations  from  around 
the  country.  We  even  spoke  to  the  BBC  (British  Broadcast- 
ing Company)  and  had  a call  from  Kuwait,”  said  Smith, 
USAREC  public  affairs  officer. 

Although  challenging,  the  overall  media  relations  scene 
was  a success,  according  to  Kane,  project  officer  and  Local 
Advertising  and  Promotions  Division  chief 
“It  was  exciting  to  coordinate  with  the  Office  of  George 
Bush,  CBS,  the  national  media  pool,  Yuma,  and  the  Depart- 
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ment  of  the  Army.  Over- 
all, it  was  a very  success- 
ful event  because  all 
parties  were  satisfied 
and  President  Bush  was 
able  to  perform  his 
jump  and  fulfill  his 
dream,”  Kane  said. 

Bush’s  jump  was  like 
any  other  accelerated 
free-fall  studenfs.  He 
performed  the  jump 
himself,  but  initially  a 
jumpm  aster  was  on 
each  side  holding 
Bush’s  harness  to  en- 
sure his  stability  during 
the  120-mph  free-fall. 
Serving  as  jumpmasters 
were  Serrano  of  the 
Golden  Knights  and 
Glenn  Bangs  of  the  US 
Parachute  Association 
and  also  a former  Gold- 
en Knight.  After  Bush 
deployed  his  canopy  at 
4,500  feet,  the 
jumpmasters  released 
him. 


For  Serrano,  the  pres- 
sure was  on  as  he  was 
one  of  two  jump- 
masters  responsible  for 
holding  onto  Bush  during  his  8,000-foot  accelerated  free- 
fall,  stabilizing  him  and  ensuring  the  deployment  of  his  para- 
chute. 


Kassens,  who  shot  video  footage  and  photos  during  the 
jump,  was  impressed  with  the  former  president’s  jump  and 
relaxed  state. 


H have  never  been  under  this  kind  of  pressure  before  — 
being  responsible  for  the  president.  I could  not  leave  any 
room  for  mistakes.  My  job  was  to  maintain  control,  keep 
him  relaxed  and  make  sure  he  was  aware,”  Serrano  said. 

A relaxed  George  Bush  helped  to  put  Serrano  at  ease,  but 
it  wasn’t  until  Bush’s  parachute  deployed  and  his  picture- 
perfect  landing  that  this  Golden  Knight  finally  felt  relief. 

For  Bush,  the  experience  was  everything  he  had  hoped  it 
would  be. 

“Both  the  team  from  the  USPA  and,  of  course,  the  Gold- 
en Knights  inspired  instant  confidence.  As  for  the  jump  it- 
self, the  free  fall  went  much  quicker  than  I expected,  and  the 
jolt  from  the  chute  opening  was  more  than  I expected.  But 
once  it  did  open,  there  was  just  peace  and  quiet.  Heaven,” 
Bush  said. 

During  training,  President  Bush  was  given  detailed  instruction 
on  body  position  during  free  fall  (above)  and  was  fitted  for  his 
parachute  harness  (right). 


“President  Bush  did  a great  job.  He  displayed  good  air 
awareness.  He  was  aware  of  his  body  position,  aware  of  his 
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altitude,  he  knew  where  his  jumpmasters  were  and  he  obvi- 
ously knew  where  the  cameramen  were  because  he  gave  us  a 
big  smile,”  said  Kassens  who  was  one  of  three  photogra- 
phers during  the  jump. 

According  to  Office  of  George  Bush  spokesman,  Jim 
McGrath,  Bush’s  jump  fulfilled  a promise  he  made  nearly  53 
years  ago  to  make  a successful  parachute  jump  just  for  fun. 

As  a former  Navy  pilot.  Bush’s  only  other  jump  took 
place  Sept.  2,  1944,  when  he  was  shot  down  by  Japanese 
fire  and  forced  to  bail  out  of  his  Avenger  torpedo  bomber 
during  a bombing  run  off  of  Chichi  Jima  in  the  Pacific  thea- 
ter. Bush  paddled  against  the  current  for  hours  to  avoid  cap- 
ture and  was  rescued  by  a US  submarine. 

“He  was  the  only  president  to  ever  jump.  This  jump  to- 
day is  a personal  jump.  Yuma  is  the  best  spot  in  the  United 
States  to  jump,  and  the  Golden  Knights  who  are  helping  to 
train  and  assist  President  Bush  are  elite.  President  Bush  is 
completely  at  ease  and  he  has  complete  confidence  in  his  in- 
structors,” McGrath  said  prior  to  the  jump. 

According  to  Bush,  now  that  he  has  finally  closed  this 
chapter  of  his  life,  he  and  his  family  can  relax. 

“Before  the  jump,  my  family  was  mostly  supportive...  and 
here  I stress  mosdy.  My  sons,  especially,  seemed  to  be  a little 
irreverent  about  the  whole  thing  — to  say  nothing  of  Bar- 
bara. That  left  daughter,  Doro.  But  when  I asked  her  to 


keep  this  a secret,  she  said,  ‘Dad,  please,  do  you  think  I’m 
going  to  tell  anyone  about  this?!?’  Suffice  it  to  say,  it’s  a 
great  relief  to  all  Bushes  that  it’s  over,”  Bush  said. 

Plans  and  execution  for  the  former  president’s  jump  were 
a team  effort  by  USPA,  the  Golden  Knights,  the  Parachute 
Industry  Association,  Yuma  Proving  Ground,  and  USAREC. 

The  Golden  Knights  and  USPA  provided  Bush  with  accel- 
erated free-fall  training,  which  included  simulator,  hand  sig- 
nals, body  position,  landing,  and  worse-case  scenarios,  such 
as  equipment  malfunctions,  aircraft  emergencies,  and  obsta- 
cles. 

Bush  has  previous  ties  with  the  Golden  Knights  from 
1989  when  four  team  members  jumped  into  his  inaugura- 
tion. Kassens  was  one  of  those  parachutists  to  take  part  in 
the  inaugural  occasion. 

“That  was  a very  memorable  event  and  one  that  I cer- 
tainly will  never  forget.  I hold  President  Bush  in  very  high 
regard.  I served  in  Desert  Storm  and  I really  respected  him 
as  commander  in  chief.  It  was  certainly  an  honor,  not  only 
to  have  jumped  for  him,  but  with  him  as  I did  today,” 
Kassens  said. 

The  impact  of  that  jump  in  1989  has  been  with  Kassens 
ever  since,  not  only  in  memory,  but  in  one  of  the  1,000 
Points  of  Light,  a small  flashlight  with  the  presidential  seal, 
he  received  at  the  inauguration. 

“I  still  have  that  Point  of  Light  and  carry  it  with  me  all 
the  time.  I had  the  opportunity  to  show  it  to  President  and 
Mrs.  Bush,  and  tell  them  that  I was  one  of  the  Golden 
Knights  who  jumped  into  his  inauguration.  He  was  pretty^ 
thrilled  about  that,  and  Mrs.  Bush  was  really  impressed,” 
Kassens  said. 

The  Golden  Knights  are  the  Army’s  premier  parachute 
team.  Part  of  USAREC  and  headquartered  at  Fort  Bragg, 
N.C.,  the  team  travels  throughout  North  America  and  the 
world  performing  at  numerous  air  shows,  state  fairs,  and 
competing  in  various  national  and  international  competi- 
tions. 

The  team  currentiy  holds  both  the  US  national  and  world 
championship  titles.  The  Golden  Knights  have  established  a 
remarkable  record  in  parachuting  competitions,  capturing 
105  US  national  tides  and  23  world  championship  tides. 

Editor’s  note:  Tina  Meek  was  also  a member  of  the  USAREC 
A&PA  team  providing  public  affairs  support  in  Tuma,  Ariz. 

"The  Golden  Knights 
are  the  best!" 

— George  H.  IV.  Bush 
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H personal  and  private 
moment 

A commentary  by  Tom  Tieman,  TAIKMuna^fer 

It  was  supposed  to  be  a private  event.  No  crowds.  No 
media  circus.  Just  his  wife  and  a few  close  friends  to  witness 
a very  personal  moment. 

Of  course,  when  you’re  a former  president  of  the  United 
States,  age  72,  and  about  to  jump  out  of  an  airplane  12,500 
feet  in  the  sky,  it’s  hard  to  keep  things  very  private  for  too 
long.  Although  the  whole  world  was  in  on  the  secret, 
George  Bush’s  parachute  jump  was  still  a personal  and  pri- 
vate moment,  not  only  for  him  but  also  for  those  support- 
ing the  event. 

I didn’t  realize  just  how  much  Bush  affected  those  in- 
volved or  how  he’d  made  his  moment  our  moment  until  af- 
ter he  had  boarded  his  plane  and  headed  home.  Standing  in 
the  hangar  where  only  a few  hours  earlier  a small  crowd 
gathered  to  celebrate  the  former  president’s  successful  jump, 
I listened  as  SFC  Andy  Serrano  talked  about  his  participa- 
tion in  the  event.  It  was  then  I first  realized  what  had  hap- 
pened. 

Twice,  the  Golden  Knight’s  eyes  appeared  to  fill  with 
tears.  His  voice  broke  as  he  talked  about  Bush  and  his  wife, 
Barbara,  signing  the  pictures  of  Serrano’s  family  he  had  car- 
ried in  his  jump  suit  as  he  assisted  the  former  president. 

At  the  ceremony.  Bush  sought  Serrano  from  the  crowd  so 
he  could  participate  in  a champagne  toast.  Later  at  the  air- 
port, the  former  president  and  the  Golden  Knights  ex- 
changed a special  parachutist  handshake.  When  the 
foursome  posed  for  a picture,  I noticed  Serrano’s  hand  on 
Bush’s  shoulder,  just  like  one  would  pose  with  an  old  friend. 

Was  Serrano  intimidated  training  the  former  president? 
No,  he  replied.  Bush  went  out  of  his  way  to  make  his  train- 
ing team  feel  comfortable,  talking  and  joking  with  each 
member  during  the  nearly  six  hours  they  spent  together. 

During  the  nearly  24  hours  Bush  and  his  wife,  Barbara, 
spent  at  Yuma  Proving  Ground  they  seemed  to  go  out  of 
their  way  to  make  the  event  special  for  everyone  involved. 
The  former  first  couple  chose  a cozy  dinner  for  65  over  a 
private  dinner  for  six  with  the  post  commander  and  his 
wife.  The  Bushes  wanted  to  share  the  evening  with  those 
who  were  supporting  the  event. 

As  they  entered  the  room  the  pair  personally  greeted  each 
person.  The  former  president  was  animated,  friendly,  smil- 
ing, and  relaxed.  The  couple  put  everyone  at  ease.  They 
could  have  easily  been  just  George  and  Barbara  from  next 
door. 

In  his  after-dinner  remarks.  Bush  graciously  thanked 
those  who  worked  to  support  his  jump.  He  lavishly  praised 


the  country’s  military.  As  they  left,  the  Bushes  again  made 
their  way  around  the  room  patiently  posing  for  pictures  and 
signing  autographs. 

As  Bush  spoke  to  those  shaking  his  hand  or  posing  for  a 
photo,  the  former  president  was  respectful  and  gracious. 
Every  gentleman  was  addressed  as  “sir”  and  every  lady  as 
ma  am. 

The  dinner,  which  was  supposed  to  end  at  8:30,  ran  over 
by  almost  an  hour  before  everyone  had  a chance  to  meet 
and  speak  with  the  Bushes. 

Before  leaving  for  his  Houston  home.  Bush  asked  to 
speak  with  the  Yuma  work  force  to  thank  them  for  their  hos- 
pitality and  support.  Outside  the  auditorium  several  groups 
of  soldiers  and  Marines  waited  to  have  their  picture  taken 
with  him.  He  jumped  from  his  car  and  walked  straight  into 
the  middle  of  each  group.  After  the  picture,  he  shook  hands 
with  each  person  before  moving  on  to  the  next  group. 

As  Bush  shook  hands  and  posed  for  pictures  with  Desert 
Storm  veterans,  he  thanked  them  for  their  service.  His  smile 
seemed  to  widen  as  he  made  his  way  through  their  ranks. 
You  could  see  and  feel  the  mutual  admiration. 

Bush  didn’t  have  to  do  anything  for  anyone  during  his 
stay.  He  could  have  enjoyed  the  privacy  and  seclusion  the  Se- 
cret Service  can  provide.  He  isn’t  running  for  office  and 
doesn’t  have  to  worry  about  what  others  think.  But,  at  every 
step,  he  chose  to  include  others  in  this  personal  and  private 
moment.  And  when  he  departed,  he  left  more  than  just  his 
footprints  in  the  desert  sand. 

As  SSG  Ken  Kassens  spoke  of  his  experience  I couldn’t 
help  but  notice  the  deep  pride  and  admiration  he  felt  toward 
Bush.  After  all,  the  Golden  Knights  photographer  had  car- 
ried his  “Point  of  Light”  flashlight  with  him  for  over  eight 
years.  Of  thousands  of  jumps  he’s  made,  the  two  most 
memorable  are  the  ones  involving  Bush. 

It  is  that  same  pride  and  a sense  of  deep  honor  that  every 
person  associated  with  Bush’s  personal  and  private  moment 
will  carry  with  them  for  the  rest  of  their  lives.  It  is  the  best 
thank  you  anyone  can  give.  ^ 
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Talking  to  recruiters  . . 

about  increases  in  enlistment  incentives 


During  late  March  and  early  April,  the  following  recruiters 
were  telephoned  and  asked  their  views  on  the  increases  in 
enlistment  bonuses.  They  had  these  comments. 


^^Yes,  the  new  incentives  are  definitely  a big  help.  When  you  go  to  high  schools,  they  all  know 
about  the  $30,000  for  college,  but  now  you  can  tell  them  it’s  $40,000.  You  can  really  get  their  at- 
tention with  the  $12,000  bonus.  This  is  Generation  X,  and  they  are  looking  for  financial  opportu- 
nities, especially  the  college  students.  When  you  give  them  big  numbers,  it  is  definitely  helpful. 
The  DEPs  jump  all  over  the  two-year  program.” 

SSG  Robert  Craigo 

Columbus  (Miss.)  Station 


SGT  Derrick  L.  Heins 

Haverhill  (Mass.)  Station 


have  gotten  positive  feedback.  I have  given  both  away  this  month  — an  enlistment  for  four 
years,  $12,000  bonus,  and  a two-year  $26,000  college  fund.  It  is  easier  to  sell.  The  average 
school  here  costs  $10,000.  Before  the  increase,  you  could  help  them  with  $7,500,  which  left 
them  with  $2,500.  Instead  of  saying  I’ll  help  you  with  your  college,  you  can  say  I’ll  pay  for 
your  college.  If  it  goes  up  next  year  as  we  have  heard,  to  $50,000,  it  will  be  awesome.  1 am 
pretty  happy  with  it.  It  is  a tough  area  here,  and  you  need  all  the  help  you  can  get.” 


SSG  Larry  Vaught 

Boston  Metro  (Mass.)  Station 


^^Just  the  ACE  has  been  making  an  impact,  because  the  other 
services  can’t  compete  with  it.  Kids  believe  that  they  know 
everything  about  the  Army.  It  kind  of  surprises  them  that  it 
has  been  upgraded.  Some  of  the  people  I have  talked  with 
knew  about  the  $30,000  and  now  I can  tell  them  it  is 
$40,000,  because  of  tuition  going  up.  To  me  personally,  this 
has  only  been  available  the  last  week  or  week  and  a half,  but 
the  ACE  going  up  has  been  a big  advantage.  My  market  is 
with  seniors  in  high  school.  We  have  other  recruiters  who 
work  with  the  college  students.  I know  the  loan  repayment 
program  has  had  an  effect  for  them.  When  you  give  a choice 
between  the  bonus  and  college  loan,  they  tend  to  take  the  col- 
lege loan  unless  they  have  no  plans  to  go  to  college.  We  have 
had  quite  a few  ads  in  the  Boston  Globe  on  the  enlistment  bo- 
nuses and  we  get  a lot  of  telephone  calls.  I had  a senior  who 
enlisted  for  two  years.  He  heard  about  the  increase  and  asked 
me  if  he  could  recontract  and  get  $33,000.  So  the  word  is 
getting  out.  It  has  been  a help  more  than  anything  to  break 
the  ice  and  to  catch  people  by  surprise  so  that  they  pay  atten- 
tion to  our  program.” 
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kind  of  early  to  tell.  On  the  college  fund,  we  have  been  recontacting  some  of  the 
people.  The  Army  is  offering  more  than  the  other  services.  I have  had  one  contract  that  it 
made  a difference.  I have  another  one  coming  in  today  doing  an  enlistment  package.  I 
think  the  increased  incentives  are  going  to  make  a difference  in  the  long  run.  It  is  helping 
right  now.  I think  it  is  going  to  have  a big  impact  down  the  road.  The  student  loan  repay- 
ment is  definitely  helping.  We  are  getting  college  graduates  who  are  coming  in  to  talk 
with  us.  Those  big  numbers  are  impressing  them.  We  are  having  college  graduates  come 
in  who  received  degrees  that  they  can’t  do  anything  with.  We  have  had  a high  school  mu- 
sic teacher  enlist.  He  will  make  more  money  than  as  a high  school  band  director,  plus  we 
are  paying  off  his  student  loan.  He  has  been  a high  school  teacher  three  years  now.  He 
has  nearly  $40,000  in  student  loans,  and  in  three  years  that  debt  will  be  gone.  Right  now 
coming  in,  he  will  start  at  the  same  salary.  Just  to  let  you  know  how  well  the  enlistment 
incentives  are  working,  in  February  of  last  year  our  company  put  in  12  contracts.  Our  sta- 
tion last  month  wrote  13  contracts.  Some  due  to  the  college  fnnd,  some  due  to  allowing 
more  GEDs.  We  definitely  get  a lot  more  appointments  and  more  people  are  sitting 
down  to  listen.” 


SFC  Jerry  Johnson 
Cedar  Falls  Iowa  Station 


SSG  Craig  Rose 


^^If  s a littie  too  early  to  tell.  We  have  had  one  enlistment  based  on  the  new  incentives, 
$40,000  Army  College  Fund  — on  the  day  that  the  incentive  came  out.  I guess  it  differs 
from  area  to  area,  but  in  my  area  the  college  fund  is  what  they  are  interested  in  more  than 
the  enlistment  bonus.  A lot  of  DEP  members  have  asked  why  the  increase  — is  it  the  re- 
cent news  they  have  heard  about  nongraduates  being  able  to  join?  We  put  up  the 
$40,000  fliers  at  high  schools.  We  did  a mail  out  of  the  fliers  that  USAlREC  sent  us  on 
cc:Mail.  If  we  can  get  updated  RPIs  or  stickers,  like  last  year  when  the  Army  College 
Fund  changed,  it  would  be  a big  help.  We  need  something  in  writing.  I haven’t  had  any- 
one doubt  what  I am  telling  them,  but  I think  it  is  better  if  we  have  something  in  writ- 
ing.” 


On  Production  Station  Commander 
East  Liver  Pool  (Ohio)  Station 


SFC  Catherine  Lopez 

Dallas  Health  Care 
Recruiting  Team,  Grand 
Prairie,  Texas 


^^I  keep  seeing  the  enlisted  incentives  go  up  and  that’s  fine.  I heard  the 
Professional  Loan  Repayment  was  supposed  to  be  increased  from 
$20,000  to  $50,000.  Of  course  they  can’t  get  that  until  repayment  of 
STRAP.  Doctors  owe  $60,000  to  $100,000.  For  them  STRAP  is  not  an 
incentive  at  all  and  is  hurting  us  when  enlisted  can  come  in  and  get 
$45,000.  We  are  AMEDD  and  deal  with  nurses  and  doctors,  dentists 
and  veterinarians.  Veterinarians  don’t  get  any  incentive.  I believe  if  we 
get  the  $50,000  Loan  Repayment  Program  plus  STRAP,  it  will  help. 
One  person  laughed  when  I told  him  $20,000.  They  have  come  up  with 
a proposal  to  raise  to  $50,000,  so  I am  waiting  on  that.  I really  want  to 
see  the  [Professional]  loan  repayment  go  up  to  $50,000  — $20,000, 
they  say  that  is  nothing.  $50,000  will  be  really  great.” 


SFC  William  Jones 

Almaden  Station,  San 
Jose,  Calif. 


^^Cash  bonuses  are  helping  in  this  area.  We  are  getting  more  applicants  interested.  It  is  help- 
ing us  get  more  applicants  but  not  necessarily  more  contracts.  The  college  fund  increases  are 
helping.  We  did  get  a contract  because  of  those  increases,  but  the  kid  took  another  MOS.  He 
was  qualified.  We  still  got  the  contract.  Most  of  our  prospects  are  looking  for  adventure.  Now 
and  then  they  want  money  for  college.  The  bonuses  will  help  as  we  continue  to  spread  the 
word.  I am  glad  they  did  this.  I think  the  other  services  will  come  on  line  with  the  same 
thing,  so  there  will  be  a little  more  competition.  It  will  be  a matter  of  time.  The  market  is 
great  here.  We  are  right  here  in  Silicon  Valley.  Most  of  the  kids  are  independent  and  make 
their  own  decisions.  I am  a detailed  recruiter  and  now  I understand  a lot  of  hard  work  goes 
into  putting  a soldier  into  the  military.”  ^ 
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The  Wellness  Program 


While  the  link  between  the  well- 
ness of  an  organization  and  its  members 
is  m'deniable,  soldiers  and  their  families 
face  greater  challenges  today  than  ever 
before.  There  is  uncertainty  throughout 
the  Army  about  changing  missions,  fund- 
ing cutbacks,  base  closures,  and  the  de- 
bate over  the  restructuring  and 
drawdown  of  the  military.  These  changes 
are  felt  in  the  daily  lives  of  our  soldiers 
and  families  as  they  try  to  adjust  to  the 
new  realities.  These  changes  create  an  un- 
comfortable undercurrent  of  uncertainty 
that  requires  unprecedented  levels  of  in- 
dividual adaptability  and  problem-solv- 
ing skills.  Never  before  has  community 
support,  care,  and  family  solidarity  been 
so  important. 

In  response  to  this  sea  of  change,  the 
Army  has  adopted  a new  philosophy: 
“The  Army  takes  care  of  its  own  by 
teaching  its  own  to  take  care  of  them- 
selves.” Such  a dramatic  shift  in  philoso- 
phy indicates  a greater  emphasis  on 
self-reliance  and  the  need  for  skills  that 
allow  soldiers  and  families  to  keep  pace 
with  change. 

By  its  nature,  USAREC  has  a number 
of  stressors  that  don’t  arise  in  most  mili- 
tary organizations.  And  without  the 
skills  to  handle  recruiting  missions,  finan- 
cial problems,  isolation,  long  work 
hours,  lack  of  access  to  medical  care,  etc., 
our  soldiers  and  their  families  could  find 
themselves  operating  in  a stressful  envi- 
ronment of  anxiety,  frustration,  and  un- 
certainty. This  environment  can  be 
damaging  not  only  to  personal  health, 
but  also  to  family  life,  individual  work 
performance,  and  unit  cohesion. 

The  USAREC  Command  Wellness 
Program  attempts  to  balance  the  spiri- 
tual, emotional,  and  physical  needs  of 
our  soldiers  and  their  families  with  the 
realities  of  mission  requirements  and  the 
geographical  challenges  of  supporting  a 
dispersed  command.  USAREC  has 
committed  a substantial  investment  in 
programs  and  resources  in  initiatives  to 
promote  command  wellness.  For  in- 
stance, total  funding  to  soldier  and 


family  support  programs  has  increased 
516  percent  since  1993,  but  budget  pres- 
sures and  fiscal  responsibility  for  govern- 
ment resources  mean  we  must  use  all 
funds  efficiently  to  realize  maximum  sup- 
port to  as  many  soldiers,  families,  and  ci- 
vilians as  possible. 

The  Command  Wellness  Program 
serves  as  the  umbrella  for  many  different 
programs  and  initiatives  with  similar 
goals  of  improving  individual,  unit,  and 
family  readiness.  It  will  ensure  that  pro- 
grams are  focused  and  resourced  to  sup- 
port the  command  mission.  The 
Command  Wellness  Council  is  the  execu- 
tive forum  that  provides  direction,  pur- 
pose, guidance,  and  leadership  for  the 
overall  physical,  mental,  emotional,  and 
spiritual  health  and  well-being  of  all 
soldiers,  civilians,  and  families  within 
USAREC.  The  Command  Wellness  Ac- 
tion Plan  provides  a blueprint  for  ensur- 
ing existing  programs  and  processes  are 
cohesive,  fully  integrated,  and  mutually 
supportive. 

All  elements  of  the  program  will  pro- 
vide input  to  the  other  programs.  For 


example,  the  Risk  Reduction  Program 
unit  risk  survey  currently  provides  input 
to  multiple  individual  programs  such  as 
suicide  prevention  and  awareness,  drug 
and  alcohol  abuse  control,  worksite  well- 
ness, and  so  forth,  and  to  unit  programs 
such  as  total  recruiting  quality  and  team 
building.  Data  analysis  and  integration 
greatly  enhances  the  effectiveness  of  pro- 
grams and  ensures  focus  in  the  areas  of 
greatest  need. 

Believing  that  strong  chain-of-com- 
mand  support  is  necessary  to  make  any 
wellness  program  work  effectively,  the 
commanding  general  directed  the  estab- 
lishment of  the  Command  Wellness  Pro- 
gram. Because  USAREC  does  not  have 
the  appropriate  staff  technical  expertise 
or  manpower,  an  agreement  has  been 
made  with  the  Army  Center  for  Flealth 
Promotion  and  Preventive  Medicine 
(ACHPPM)  to  provide  that  necessary  ex- 
pertise to  efficiently  and  effectively  de- 
velop and  manage  a Command  Wellness 
Program.  The  collaborative  partnership 
developed  between  the  two  agencies 
means  that  ACHPPM  will  advise  the 
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command  on  all  aspects  of  the  program, 
but  administrative  management  of  the 
program  will  remain  the  responsibility  of 
USAREC. 

ACHPPM  is  specifically  tasked  to  im- 
plement a Worksite  Wellness  Program, 
which  will  include: 

■ A Health  Risk  Assessment  (HRA) 
of  active  duty  personnel.  The  full 
HRA  will  be  provided  at  annual 
training  conferences,  family 
symposiums,  or  other  forums,  and 
results  will  be  evaluated  by 
ACHPPM. 

■ A quarterly  health  and  wellness 
newsletter. 

■ Education  and  training  programs 
designed  to  assist  in  developing 
and  maintaining  healthy  lifestyles, 
to  include  stress  management, 
fitness  for  the  office,  nutrition  for 
the  road,  suicide  prevention,  and 
smoking  cessation. 


looking  for  a a 
better  way  Z-A 

by  Pearl  In^iram,  RJ  staff 

Combating  stress  in  a recruiting  sta- 
tion doesn’t  come  from  holding  a few 
meetings,  starting  a new  program,  or 
even  forming  a wellness  council.  How- 
ever, a conference  room  filled  with  peo- 
ple who  care  about  recruiters,  people  like 
MG  Alfonso  E.  Lenhardt,  COL  James 
Stokes,  US  Army  Medical  Department 
Center  and  School,  Fort  Sam  Houston, 
and  MAJ  Linda  Ross,  psychologist  at 
Ireland  Army  Hospital,  Fort  Knox,  Ky, 
can  make  a difference. 

‘T’m  concerned  about  the  levels  of 
stress,”  said  Lenhardt,  ‘Tm  concerned 
about  how  our  families,  soldiers,  and  ci- 
vilians react  to  that  stress,  and  I want  to 
give  them  the  tools  to  handle  that  stress.” 
His  statement  of  concern  opened  the  sec- 
ond Command  Wellness  Council  meet- 
ing. 

Leading  off  the  presenters  was  Linda 
Fatkin,  Army  Research  Laboratory,  Aber- 
deen Proving  Ground.  She  presented  a re- 
port entitled  Stress  Measurement 
Research:  Successful  Recruiter  Profile. 


Having  surveyed  a sampling  of  recruiters 
in  1st  Brigade  area,  she  said,  “Stress- 
hardy  recruiters  would  not  only  survive, 
but  thrive  on  increasingly  difficult  chal- 
lenges.” But,  she  added,  to  do  that  re- 
cruiters need  to  be  stress  hardy.  Stress 
hardiness  includes  situation  mastery 
skills,  time  management,  and  high  adapt- 
ability. She  outlined  for  the  group  the 
warning  signs  of  burnout. 

■ Uncharacteristic  ways  of  acting 
(e.g.,  even-tempered  colleagues 
who  suddenly  get  angry) 

■ A gradual  deterioration  of  the 
quality  of  work  of  a team  member 

■ Physical  signs  of  fatigue  and 
exhaustion 

When  talking  about  recruiter  stress, 
no  one  sitting  at  the  conference  table 
had  more  firsthand  knowledge  than 
MAJ  Ross.  ‘T  have  talked  with  more 
than  60  recruiters  from  a seven-state  area 
in  the  last  year,”  she  said.  COL  Bernie 
D.  Coy,  Personnel  director,  spoke  of 
plans  to  send  information  to  each  instal- 
lation hospital  psychologist  explaining 
the  business  of  recruiting.  He  wants 
doctors  to  better  understand  the  recruit- 
ing environment  and  the  stressful  nature 
of  recruiting. 

However,  not  knowing  about  a stress- 
ful environment  was  not  the  case  for 
COL  Stokes.  With  18  Combat  Stress 
Control  detachments  scattered  across  the 
U.S.,  Stokes  knows  about  treating  sol- 
dier stress  and  about  developing  positive 
leadership  in  a unit.  Stokes  says  the  Com- 
bat Stress  Control  detachments  educate 
leaders  and  chaplains  on  situational  stres- 
sors, along  with  education  on  stress  rec- 
ognition, management,  and  disposition. 
Members  also  teach  soldiers  stress  man- 
agement, coping  skills,  anger  manage- 
ment and  conflict  resolution.  With 
Combat  Stress  Control  detachments  so 
well  organized  and  available  to  help  sol- 
diers, Lenhardt  questioned,  “Why  don’t 
we  have  our  own  Combat  Stress  Control 
detachment.^”  By  the  end  of  the  council 
meeting  this  idea  was  on  the  agenda  for 
further  investigation. 

The  purpose  of  the  Command  Well- 
ness Council  is  to  maintain  wellness  in- 
itiatives and  provide  leadership  and 
support  the  implementation.  Members 
attending  this  April  9,  1997,  meeting  in- 


cluded BG  Samuel  L.  Kindred,  deputy 
commanding  general  (west),  and  CSM 
Thomas  R.  Brooks.  (Other  permanent 
members  are  the  Chief  of  Staff,  Inspec- 
tor General,  Command  Surgeon,  Com- 
mand Chaplain,  Director  for  Personnel, 
and  Chief,  Human  Resources  Division 
as  secretary). 

Stress:  The  rela- 
tionship between 
the  individual  and 
the  environment 
that  is  appraised  hy 
the  individual  as 
taxing  or  exieeding 
his  or  her  resourees 
and  endangering  his 
or  her  well-heing. 

(Lazarus  and  Felkman,  1984) 

“We  are  taking  a person  and  literally 
turning  their  life  upside  down,”  said 
Brooks.  Training  after  graduation  from 
the  schoolhouse  should  continue  for  re- 
cruiters and  also  their  leaders  according 
to  Brooks.  ‘Tfs  a leadership  thing  that 
we  are  dealing  with,”  he  said. 

Actions  have  been  taken  to  assist  in  se- 
lecting soldiers  for  recruiting  duty.  In  ad- 
dition to  the  information  paper  to 
installation  psychiatrists.  Coy  said  there 
is  also  an  Interim  Change  to  AR  601-1 
requiring  review  of  an  applicanfs  medi- 
cal records  for  a history  of  vulnerability 
to  stress  problems. 

‘T’m  counting  on  you  folks,  the 
bright  folks  in  this  room,”  Lenhardt  told 
the  council  members  near  the  end  of  the 
meeting.  “We  have  to  do  this  thing 
quickly  because  people’s  lives  are  being 
affected.” 

High  amounts  of  job  stress  is  never 
an  easy  problem  to  solve,  but  the  right 
people  are  working  to  find  solutions. 

The  Command  Wellness  Council  is 
scheduled  to  meet  quarterly  to  continue 
working  toward  worksite  wellness.  ^ 
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America's  Army  in  Review 

Story  and  photos  by  Tom  Tieman,  USAREC  TAJR  coordinator 


Above,  elements  of  the  Old  Guard  perform  for  America’s  Army  in  Review, 
while  (below)  Army  recruiters  make  the  most  of  the  event  to  discuess 
Arniy  opportunities  with  audience  participants. 


No  director  could  have  chosen  a better  stage  or  designed 
more  spectacular  scenery  for  the  premier  of  a new  program. 

Behind  the  crowd,  the  Washington  Monument  soars  into  a 
cloudless  blue  sky,  its  circle  of  American  flags  snap  in  the  spring 
breeze.  The  Lincoln  Memorial  and  the  shimmering  blue  waters 
of  the  Reflecting  Pool  provide  the  backdrop.  At  stage  left 
stands  the  Jefferson  Memorial,  the  huge  statue  of  the  author  of 
the  Declaration  of  Independence  clearly  visible  between  its 
white  marble  columns.  At  stage  right  sits  the  White  House 
with  its  brilliant  red  tulips  surrounding  the  South  Lawn  foun- 
tain in  full  bloom.  All  around,  glimpses  of  pink  cherry  trees  and 
white  dog  woods. 

Missing,  however,  from  the  debut  of  Washington  D.C.’s  new- 
est spring  attraction  was  the  glitter  of  stars,  movie,  or  general 
officer.  Several  thousand  ordinary  folks  — tourists,  school 
groups,  and  workers  — attended  this  premier.  From  their  ap- 
plause and  cheers,  it  appeared  they  gave  the  April  10  debut  of 
“America’s  Army  in  Review,”  a colorful  program  highlighting 
the  Army’s  service  to  the  Nation,  two  thumbs  up. 

The  hour-long  program,  which  will  be  held  each  Thursday 
through  June  12  at  3 p.m.  features  performances  by  the  Army 
Band,  the  Old  Guard  Fife  and  Drum  Corps,  and  the  Com- 
mander-in-Chief’s  Guard  and  the  Presidential  Salute  Battery. 


Also  included  is  a colorful  finale  which  included  all  units,  sol- 
diers in  period  uniforms,  two  platoons  of  soldiers  from  the  3rd 
Infantry  (Old  Guard),  and  the  56  state  and  territorial  flags. 

The  program  is  designed  to  be  both  entertaining  and  educa- 
tional. The  Old  Guard  Fife  and  Drum  Corps,  dressed  in  their 
red-coated  colonial  uniforms,  perform  a variety  of  music  from 
the  Revolutionary  War  period  as  the  narrator  explains  the  his- 
torical significance  of  the  group’s  music,  instruments  and  uni- 
form. 

The  Commander-in-Chief ’s  Guard,  first  formed  to  protect 
General  George  Washington,  demonstrates  military  tactics  of 
the  era.  The  group  fires  several  musket  volleys  toward  the 
crowd  before  charging  with  bayonets  fixed.  They  stop  just  a 
few  feet  from  the  audience. 

After  the  units  pass  in  review,  soldiers  from  all  groups  remain 
in  the  area  to  talk  with  audience  members,  sign  autographs,  an- 
swer questions,  and  pose  for  pictures. 

The  patriotic  ceremony  offers  a subtle  recruiting  message  in- 
cluding renditions  of  “When  We  Were  Needed,  We  Were 
There”  and  “Be  All  You  Can  Be.”  Recruiters  from  the  Balti- 
more Recruiting  Battalion  will  be  on  hand  at  each  performance 
to  talk  with  interested  target-age  prospects  and  distribute  infor- 
mation about  recruiting  programs.  The  1st  Recruiting  Brigade 
is  also  working  on  setting  up  displays  in  the  area,  as  well. 

The  program  replaces  “Spirit  of  America,”  which  was  held 
for  many  years  in  the  US  Air  Arena  in  Landover,  Md.,  a Wash- 
ington suburb.  The  review  was  moved  to  the  Mall  this  year  be- 
cause Military  District  of  Washington  (MDW)  officials  felt  the 
arena  was  too  difficult  for  tourists  to  find.  The  change  also  al- 
lows MDW  to  present  the  program  10  times  instead  of  four. 

The  move  also  allows  the  program  to  reach  more  target- aged 
visitors.  Officials  point  out  that  between  early  April  and  mid- 
June  there  is  a significant  increase  in  the  number  of  school 
groups  visiting  the  capital.  Holding  the  event  on  the  Mall 
makes  it  convenient  for  groups  to  include  it  in  their  plans. 

Recruiting  Command  is  help- 
ing MDW  market  the  event  to 
school  and  youth  groups.  Each 
battalion  has  been  shipped  a 
supply  of  promotional  bro- 
chures on  the  program  to  dis- 
tribute to  high  school  and 
youth  groups  traveling  to  Wash- 
ington D.C.  this  spring.  In  ad- 
dition to  promoting  the 
program,  the  brochure  can  also 
help  recruiters  establish  con- 
tacts with  important  school  and 
youth  group  officials. 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are  better 
off  to  participate  in  change  and  to  help  shape  it  than  to  be 
dragged  along  by  change.  You  can  help  shape  the  future  and 
make  it  better.  You  know  your  job  better  than  anyone. 

What  are  your  ideas  for  improving  operations .>  Share  them 
on  the  space  below  and  mail  this  according  to  the  instruc- 
tions on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing  examples  for 
improvement.  Recruiters,  support  staff,  and  family  mem- 
bers are  encouraged  to  use  this  space  to  voice  ideas  and  con- 
cerns. If  you  desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and  address.  Names 
are  not  required. 


Teamwork:  Working  together  as  a team,  we  can  ing  Command.  All  forms  are  mailed  to  and  received 

accomplish  more  than  working  as  individuals.  Share  direcdy  by  the  USAREC  Chief  of  Staff,  Fort  Knox, 

your  vision  for  the  future  of  the  US  Army  Recruit-  Ky. 

HQ  USAREC  Fm  1825,  Rev  1 Feb  96  (Previous  editions  are  obsolete.) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121-9972 


Why  advertise  as  we  do? 


or,  "Everybody's  an  ad  man" 

by  Louise  Eaton,  Marketing-Communications 

“Why  aren’t  Army  television  ads  as  cool  as  the  Marine 
Corps  ads?... Why  don’t  we  advertise  like  the  Marines?... We 
need  new  ads  with  fantasy  and  surrealism.... Why  don’t  you 
make  our  ads  more  like  video  games?” 

If  you  have  asked  these  questions,  you  are  not  alone.  The 
current  Marine  Corps  television  commercial  “Transforma- 
tion” is  jazzy.  As  with  the  older  Marine  ads,  the  fantasy  ele- 
ments and  surrealistic  action  make  a great  impact  on  the 
video-game  generation.  Only  one  problem — it  doesn’t  say 
anything  about  reality. 

Reality  and  perceptions  of  reality,  not  fantasy,  play  an  im- 
portant role  in  considered,  life-changing  decisions  like  the 
enlistment  decision.  Reality  is  what  Army  commercials 
show,  because  reality,  with  inspiration,  is  what’s  needed  to 
induce  prospects  to  consider  Army  enlistment  seriously. 

One  Generation  X researcher,  David  Morrison  of  The  Col- 
legiate Marketing  Company,  in  the  March  17,  1997,  issue  of 
BRAND  WEEK,  in  an  article  entitled  “Beyond  the  GenX 
Label,”  maintains  that  reality  is  an  essential  element  in  adver- 
tisements selling  any  product  more  serious  than  soft  drinks, 
tennis  shoes,  and  recreational  items. 

“For  the  sake  of  effective  marketing,  the  popular  percep- 
tion of  the  skate- boarding,  bungee -jumping,  body-piercing 
slacker  must  be  shed.”  He  warns  advertisers:  “Less  recrea- 
tional categories  that  blindly  ride  the  ‘Xtreme  Sports’  band- 
wagon risk  sacrificing  brand  credibility  and  relevance.... 
Repositioning  to  a younger  market  segment  must  involve  a 
more  fundamental  rethinking  of  how  to  communicate  the 
same  brand  values. ..to  a different  audience,  not  just  tacking 
on  a rock  & roll  bell  here,  a supermodel  whistle  there.” 

As  far  as  considering  Generation  X in  a video  game  con- 
text only,  Morrison  finds  that  limiting:  “The  prevailing  two- 
dimensional  and  myopic  perception  of  Generation  X will  be 
forced  to  accommodate  reality  as  greater  numbers  of  today’s 
young  adults  settle  down.”  “Reality”  is  another  way  of  say- 
ing relevant. 

All  offers  made  in  advertising  can  be  placed  somewhere 
along  a continuum  between  totally  intangible  and  tangible. 
For  example,  a car  ad  that  implies  that,  if  you  buy  the  car, 
you  will  get  a sexy  girl,  makes  an  intangible  offer  when  com- 
pared to  a car  ad  that  offers  speed,  good  handling,  great  gas 
mileage,  and  good  servicing.  The  Marine  ad  falls  far  out  on 
the  intangible  end  of  the  continuum,  whereas  Army  has  in 


past  years  fallen  toward  the  tangible  end.  With  the  new  re- 
branding strategy  presenting  pride  as  a major  benefit,  Army 
advertising  since  1996  has  moved  closer  to  the  middle  of 
the  scale,  balancing  the  tangible  rewards  of  money  for  col- 
lege and  skill  training  with  the  intangible  rewards  of  pride 
and  accomplishment.  (With  the  current  incentives  promo- 
tion, the  Army  slides  back  toward  the  “tangible”  end.) 

As  an  intangible  offer,  the  Marine  Corps  ad  uses  meta- 
phor and  imagery  to  sell  itself  It  says  nothing  about  the  tan- 
gible benefits  of  enlisting.  It  is  trying  to  sell  an  experience 
and  does  this  through  metaphorical  devices  because  it  has 
no  realistic  way  to  reflect  the  internal  transformation  one  un- 
dergoes when  one  becomes  a Marine.  Research  has  led  the 
Army  to  a different  strategy,  one  that  is  more  concerned 
with  relevance  and  credibility  than  bells  and  whistles. 

The  best  gauge  available  to  anyone  trying  to  judge  the  ef- 
fectiveness of  advertising  is  market  research.  Research  results 
are  regularly  presented  in  these  pages  and  therefore  will  not 
be  repeated  here,  but  some  conclusions  drawn  from  that  re- 
search show  that  Army  advertising  is  relevant. 

What  the  Marine  ad  does  is 
target  a nithe  market  of  young 
males  for  a modest  mission. 

The  Army  rebranding  strategy 
targets  a mush  larger  market. 
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The  1995  Youth  Attitude  Tracking  Survey  shows  the  at- 
tributes prospects  seek  and  the  top  reasons  for  considering 
or  refusing  to  consider  enlistment.  On  the  19  attributes  that 
prospects  cite  as  reasons  to  enlist,  Army  scores  higher  than 
the  Marines  on  15  of  the  19  attributes.  Between  1994  and 
1995,  Army  increased  its  lead  over  the  Marines  on  seven  of 
those  attributes.  Army  is  dominant  in  offering  money  for 
college  and  transferable  skill  training  and  has  assumed  the 
lead  over  the  Marines  in  two  attributes,  in  being  the  best 
service  for  the  “opportunity  for  adventure”  and  for  “doing 
something  to  be  proud  of.” 

Research  from  YATS  and  focus  groups  also  exposes  a di- 
verse list  of  reasons  for  negative  propensity.  These  reasons 
clearly  suggest  that  prospects  don’t  understand  the  Army, 
don’t  see  themselves  as  soldiers,  and  don’t  see  the  Army  fit- 
ting into  their  lives.  They  see  the  Army  as  a last  resort  and 
recruits  as  people  without  better  options.  They  don’t  think 
soldiers  are  “people  like  me.”  Only  reality,  not  fantasy,  can 
address  such  perceptual  barriers. 

Army  advertisements  are  designed  to  build  a bridge  be- 
tween prospects  and  the  proud  soldiers  they  can  become  if 
they  enlist.  They  show  that  soldiers  are  people  just  like 
them,  coming  from  backgrounds  just  like  theirs.  They  pro- 
vide prospects  a small  sample  of  what  the  Army  is  like.  By 
providing  central  characters  with  whom  they  can  identify, 
the  “Reasons”  campaign  invites  prospects  to  imagine  them- 
selves as  soldiers,  and  it  elevates  their  perception  of  soldiers. 

Directional  market  research  (focus  groups  and  copy  tests) 
performed  on  the  new  creative  campaign  “Reasons”  showed 


that  the  campaign  elevated  per- 
ceptions of  what  the  Army  ex- 
perience is  like,  elevated 
perceptions  of  the  t)^e  of  per- 
son one  can  become  with 
Army  training  and  experience, 
and  reinvigorated  the  “Be  All 
You  Can  Be”  theme  of  maxi- 
mizing individual  potential. 

One  comment  in  a focus 
group  was:  “The  depiction  of 
an  African-American  male  in 
‘Tanker’  and  of  a white  female 
in  ‘Paratrooper,’  both  feeling 
proud  of  their  accomplish- 
ments, created  the  impression 
that  the  Army  offers  all  types 
of  people  the  opportunity  to 
develop  their  potential.”  It  is 
too  early  yet  in  the  deployment 
of  the  rebranding  strategy  to 
have  quantitative  research  prov- 
ing its  effectiveness,  but  such 
qualitative  research  provides 
positive  indicators. 

People  asking  questions  about  why  Army  ads  aren’t  like 
the  Marine  ads  are  absolutely  correct  in  finding  that  the  Ma- 
rine ad  makes  an  impact  and  is  memorable.  But  does  it  sell 
the  product.^  They  are  recalling  the  ad  itself,  not  the  brand 
or  the  opportunities  offered  by  a Marine  enlistment.  An- 
other example  of  a memorable  ad  that  does  not  sell  the  prod- 
uct is  the  series  of  soft  drink  ads  with  Shaquille  O’Neal. 
While  most  of  us  probably  rememberremeber  the  ad  cam- 
paign, how  many  of  us  can  say  which  soft  drink  those  ads 
pushed? 

What  the  Marine  ad  does  is  target  a niche  market  of 
young  males  for  a modest  mission.  The  Army  rebranding 
strategy  targets  a much  larger  market,  not  just  young  people 
18-24,  but  also  the  secondary  but  very  important  audience 
of  adult  influencers.  With  a mission  more  than  double  that 
of  the  Marines,  Army  commercials  must  appeal  to  a broad 
base.  That  Army  ads  appeal  to  influencers  as  well  as  to  pros- 
pects is  vital  to  their  success,  as  parents,  counselors,  and 
coaches  play  vital  roles  in  a prospect’s  enlistment  decision, 
according  to  the  New  Recruit  Survey. 

Army  advertisements  show  real  soldiers,  engaging  in  ac- 
tivities real  soldiers  engage  in.  Whereas  the  Marines  are  us- 
ing fantasy  to  sell  their  image,  the  Army  uses  reality  to  offer 
real,  life-changing  opportunities.  This  is  honest,  relevant, 
and  compelling.  Over  time,  we  project  that  the  honest  repre- 
sentation of  the  Army  and  the  opportunities  it  offers  will  do 
more  to  improve  the  image  of  the  Army  and  positively  af- 
fect prospects  and  their  influencers  than  fantasy  and  surreal- 
ism. ^ 
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LSAREC  SPRING  OLYMPICS 


RSIVf  APR-JUN  97 


RSM  APR-JUN  97 


CG's  INTENT:  To  provide  each  echelon  of  the  Recruiting  Command  an  opportunity  to  compete  in 
this  command’s  Spring  Olympics  program.  In  recognition  of  their  hard  work  those  who  qualify 
will  receive  the  awards  cited  below  (see  cc:Mail  message  dated  25  March  1 997  for  details). 


CRITERIA  FOR  AWARDS 


GOLD 

SILVER 

BRONZE 


12  (8GSA) 
10  (6GSA) 
8 (4GSA) 


GOLD 

SILVER 

BRONZE 


NOTE:  No  DEP/DTP  losses  during  competition  period  (no  holding  of  known  or  suspected  losses  to  qualify). 


14  (6  GCA) 
1 1 (5  GCA) 
8 (4  GCA) 


COMPANY  & BATTALION 
RECRUITER  TRAINER 


GOLD 

SILVER 

BRONZE 


REGULAR  ARMY 


GUIDANCE  COUNSELOR 
(ONE  GOLD  PER  BDE) 


ARMY  RESERVE 
GUIDANCE  COUNSELOR 
(ONE  GOLD  PER  BDE) 


GOLD 

SILVER 

BRONZE 


Bronze  Medalists  will  receive  a Bronze  Medal,  a 
Certificate  from  the  CG,  and  a four-day  pass. 

Silver  Medalists  will  receive  a Silver  Medal,  a Certificate 
from  the  CG,  and  two  three-day  passes. 

Gold  Medalists  will  receive  a Gold  Medal,  a mounted 
Certificate  from  the  CG,  a CG  Coin,  two  four-day  passes, 
and  enrollment  in  the  CG’s  Advisory  Council. 


If  you  have  any  questions  about  the  USAREC  Summer  Olympics  Program,  contact  SFC  Barry  Kessler  at 
1-800-  223-3735,  ext.  6-0470. 
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Avoid  Automobile  Accidents 


By  following  the  speed  limit,  yielding  the  right  of  way,  stopping  at  stop  signs  and 
red  lights,  and.,  avoiding  the  temptation  to  drink  and  drive,  you  can  make  the  roads 

a safer  place. 


Reprinted  with  permission  from  Business  Driver/1994. 

'you’re  driving  along  the  highway  when  traffic  begins  to 
slow.  You  see  an  ambulance  parked  with  its  sirens  flashing  in 
the  distance.  As  you  drive  by  the  mangled  car  and  see  para- 
medics carrying  a motionless  figure  on  a stretcher,  you 
think,  ‘I’m  so  glad  it  wasn’t  me.” 

Well,  next  time  you  may  not  be  so  lucky.  According  to  statis- 
tics from  the  Chicago  Automobile  Trade  Association,  every 
year  more  than  55,000  people  die  from  auto-related  injuries. 

Can  anything  be  done  to  reduce  your  chances  of  becoming 
one  of  the  unlucky  55,000?  Fortunately,  the  answer  is  yes. 
Experts  say  that  learning  about  common  causes  of  accidents 
and  driving  more  cautiously  can  increase  your  chances  of 
getting  through  the  day  without  becoming  a statistic. 

So,  here’s  a look  at  some  of  the  common  causes  of  automo- 
bile accidents. 

1.  DRINKING  AND  DRIVING.  If  you  drink,  don’t 
drive.  More  than  half  of  all  fatal  accidents  are  alcohol-related. 

2.  SPEEDING.  When  you  increase  your  speed,  you  also 
increase  your  chances  of  being  killed  in  an  auto  accident,  ac- 
cording to  the  National  Safety  Council.  If  you’re  driving  55 
mph,  your  chances  of  being  killed  in  an  accident  are  50  to 
1.  But  at  75  mph,  your  chances  of  being  killed  increase  8 
tol.  So,  use  some  common  sense.  Obey  the  speed  limit  — 
and  slow  down  even  more  when  roads  are  slippery  or 
visibility  is  reduced. 

3.  RUNNING  THROUGH  STOP  SIGNS  AND 
STOPLIGHTS.  Ask  drivers  what  they  are  supposed  to  do 
at  stop  signs  or  red  lights  and,  without  hesitation,  they  will 
reply,  “Stop.”  Yet  many  drivers  glide  through  stop  signs  or 
red  lights  because  they  are  not  paying  attention  or  because 
they  are  going  too  fast  to  stop  in  time.  If  you  do  this,  you 
run  the  risk  of  colliding  with  cross-traffic,  being  rear-ended 
if  you  slam  on  the  brakes  to  avoid  another  car,  or  hitting  a 
pedestrian.  To  avoid  becoming  one  of  the  55,000  auto- 
related  deaths,  always  make  complete  stops. 

4.  CROSSING  THE  CENTER  LINE.  Cars  crossing 
the  middle  line  of  the  road  cause  8 percent  of  all  fatal  auto 
accidents,  usually  on  two-lane  highways.  If  a car  comes 
down  the  wrong  side  of  the  road,  try  to  steer  off  the  road 


until  the  driver  has  passed.  Swerving  to  the  left  to  avoid  the 
oncoming  car  is  not  a good  idea,  because  you  might  end  up 
hitting  another  oncoming  vehicle. 

5.  UNSAFE  PASSING.  Passing  other  cars  always  in- 
volves a certain  degree  of  danger.  How  can  you  be  certain 
that  the  way  is  clear  up  ahead?  You  can’t.  Even  so,  there  are 
things  you  can  do  to  lessen  the  danger  of  having  an  acci- 
dent. If  you’re  doing  the  passing,  pay  attention  to  road 
markings  and  pass  only  one  vehicle  at  a time.  If  you’re  be- 
ing passed,  fight  the  temptation  to  speed  up  and  race  the 
car  that  is  trying  to  pass  you;  it  could  save  both  of  you  from 
getting  into  an  accident.  Also,  keep  in  mind  that  while  go- 
ing over  the  speed  limit  is  dangerous,  driving  beneath  the 
limit  is  equally  hazardous  because  it  forces  others  to  pass 
you. 

6.  FAILING  TO  YIELD.  Another  lane  merges  into 
yours.  A car  inches  in,  trying  to  cut  in  front  of  you.  Stub- 
bornly, you  think,  ‘T  have  the  right  of  way,”  and  slam  on  the 
accelerator.  Sound  familiar?  Asserting  your  right  of  way 
feels  like  a matter  of  pride,  but  by  doing  so,  you  may 
threaten  your  own  life,  as  well  as  the  lives  of  others.  If  an- 
other driver  is  not  paying  attention,  the  measures  you  take 
to  protect  yourself,  even  if  they  involve  yielding  to  someone 
who  does  not  have  the  right  of  way,  are  worth  the  injur)^  to 
your  pride.  In  other  words,  yield  to  the  people  who  have 
the  right  of  way  and  sometimes  even  to  those  who  don’t. 

7.  TURNING  IMPROPERLY.  Five  percent  of  all  auto 
accidents  result  from  improper  turns.  Remember  to  use 
your  signal!  It  is  easy  to  get  lazy  about  using  turn  signals, 
but  letting  other  drivers  know  what  moves  you  plan  to 
make  is  a key  accident-prevention  measure.  Other  improper 
turns  include  fast  left  turns,  cutting  corners  at  a close  edge, 
or  using  the  wrong  lane  for  turning.  Be  careful,  too,  of 
pedestrians  when  making  those  turns.  If  you  are  absorbed 
in  watching  other  cars,  it’s  easy  to  forget  that  pedestrians 
can  walk  right  in  the  path  of  your  car. 

You  probably  are  familiar  with  these  tips,  but  you  may  not 
think  about  their  significance  while  you’re  driving.  Al- 
though there  is  no  guarantee  that  using  common  sense  and 
being  knowledgable  about  the  common  factors  causing  acci- 
dents will  prevent  their  occurrence,  using  this  information 
to  drive  more  cautiously  will  help  make  the  roads  safer  for 
everyone. 


22 


Recruiter  Journal  / May  97 


Market  Report 


by  MAJ  Frank  Willingham,  Program  Analysis  and  Evaluation 


So  you  think  you’ve  heard  everything  there  is  to 
know  about  DEP  loss  and  how  to  avoid  it.  If  you’re 
a new  recruiter,  you  may  wonder  if  the  experienced 
recruiters  are  feeding  you  a line  when  it  comes  to 
DEP  sustainment.  In  order  to  confirm  or  deny  some 
of  the  lessons  from  the  school  of  hard  knocks,  the 
USAREC  Program  Analysis  and  Evaluation 
directorate  (PAE)  designed  a survey  to  determine 
what  causes  DEP  loss.  The  survey  objective  was:  to 
identify  events  and  processes  in  the  DEP  experience 
that  increase  or  decrease  the  likelihood  that  an 
applicant  will  become  a DEP  loss.  Additionally,  the 
effort  focused  on  what  factors  recruiters  and 
applicants  agree  on  as  being  the  causes  of  DEP  loss. 
The  whole  point  of  the  research  was  to  reaffirm  the 
idea  that  a recruit’s  experiences  while  in  the  DEP 
have  a significant  impact  on  their  likelihood  of 
becoming  a DEP  loss.  This  infers  that  how 
recruiters  manage  (or  fail  to  manage)  a recruit’s 
DEP  experience  is  significant  to  the  likelihood  of 
completing  (or  not  completing)  the  Delayed  Entry 
Program. 

General  Approach 

To  accomplish  these  objectives,  a survey  was  used  to 
collect  information  from  the  recruiters  and  their 
applicants.  The  information  from  these 
recruiter/applicant  pairs  gave  insights  into  the  factors 
contributing  to  high  or  low  DEP  loss  rates.  Question- 
naire packages  were  mailed  to  399  recruiters  (213  with  a 
history  of  high  DEP  loss,  and  186  with  a history  of  low 
DEP  loss).  Each  questionnaire  package  contained  three 


questionnaires : one  for  the  recruiter  and  two  for 
distribution  by  the  recruiter  to  two  applicants.  The 
recruiter  was  asked  to  give  one  questionnaire  to  an 
applicant  that  he  was  confident  about  shipping  to  basic 
training,  and  to  give  the  second  questionnaire  to  an 
applicant  that  he  was  worried  about  becoming  a DEP 
loss.  Complete  questionnaires  were  returned  by  85 
recruiters  and  89  applicants. 

Key  Findings 

Analysis  of  the  questionnaires  resulted  in  a number  of 
key  findings,  including  the  following: 

Building  and  maintaining  a relationship  with  the  ap- 
plicant emerged  as  an  essential  theme  in  under- 
standing DEP-related  outcomes,  for  example,  a 
recruit’s  attitude  toward  the  Army,  and  joining  the 
Army.  This  is  very  important  to  recognize,  given 
that  the  recruiter  has  a high  degree  of  control  over 
the  nature  and  quality  of  the  recruiter-applicant  rela- 
tionship. A critical  issue  relates  to  the  need  for  re- 
cruiters to  actively  manage  the  quality  of  the 
relationship  (between  the  recruiter  and  the  recruit), 
and  to  continually  strive  to  enhance  the  degree  to 
which  applicants’  self-identify  as  an  Army  soldier. 

Key  behavioral  differences  exist  between  applicants 
who  are  “likely”  vs.  “not  likely”  to  complete  the 
DEP.  Compared  to  at-risk  applicants,  the  applicants 
identified  as  likely  to  ship  show  favorable  attitudes 
toward  joining  the  vVrmy  and  going  to  basic  train- 
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ing.  The  “likely”  to  ship  applicant  has  a greater  trust 
in  his  recruiter  and  views  him  as  more  of  an  expert, 
as  well  as  seeing  himself  as  being  similar  to  his  re- 
cruiter. Additionally,  the  applicant  is  far  more  likely 
to  see  himself  as  a soldier  and  have  a higher  self-es- 
teem. 

Bxcruiters  have  a tendency  to  imderestimate  the  ap- 
plicant’s self-esteem,  his  opinion  of  the  recruiter,  his 
being  similar  to  the  recruiter,  his  attitude  toward 
the  recruiter,  satisfaction  with  the  MBPS  experience, 
career  counselor,  and  with  his  recruiter.  In  general, 
recruiters  known  for  low  DEP  loss  rates  have  an  ac- 
curate perception  of  their  applicants’  attitudes  when 
compared  to  recruiters  with  a high  DEP  loss  rate. 

•7^  Recruiters  and  applicants  were  asked  if  they  had 
wished  for  part  of  the  recruiting  process  to  have 
gone  differendy.  In  nearly  half  of  all  recruiter/appli- 
cant pairs,  recruiters  and  applicants  were  satisfied 
with  the  recruiting  process.  In  15  percent  of  the  re- 
cruiter/applicant pairs,  the  applicant  and  recruiter 
both  agreed  that  the  recruiting  process  should  have 
gone  differently  in  some  way.  In  about  one-third  of 
the  recruiter/applicant  pairs,  the  recruiter  expressed 
a desire  to  change  the  recruiting  process  while  the 
applicant  did  not  indicate  so.  Finally,  in  six  percent 
of  the  recruiter/applicant  pairs,  the  applicant  indi- 
cated that  the  recruiting  process  should  have  gone 
differently,  but  the  recruiter  did  not  indicate  so. 
These  findings  suggest  that  the  recruiter  and  appli- 
cant rely  upon  different  criteria  when  evaluating  the 
DEP  experience  for  a particular  applicant.  Regret  or 
remorse  over  the  recruiting  process  appears  to  be 
evident  in  nearly  half  of  all  situations,  from  the  view- 
point of  the  recruiter,  while  only  one-fifth  of  all  ap- 
plicants share  similar  feelings  and  attitudes.  Many 
recruiters  appear  to  underestimate  the  applicant’s 
level  of  satisfaction  with  themselves  as  a recruiter, 
the  MBPS  career  counselor,  and  the  recruit’s  self- 
perceptions as  a (future)  soldier. 

How  to  keep  your  DEPs 

Several  key  recommendations  can  be  based  upon  this 
study,  and  include  the  following: 

Recruiters  need  to  realize  the  importance  of  developing 
a relationship  with  the  applicant  throughout  the 
recruiting  process,  particularly  during  the  DEP.  The  level 
and  quality  of  contact  during  the  DEP  appear  to  be 
directly  related  to  the  success  or  failure  of  the 


recruiter/applicant  relationship.  Low  DEP  loss  recruiters 
appear  to  be  very  intuitive  about  the  value  of  building  a 
relationship  with  their  DEP  members.  This  may  serve  as 
an  important  mentoring  function  at  the  recruiting  station 
level. 

Recruiters  need  to  focus  more  on  recognizing  and 
understanding  their  applicants’  perceptions  throughout 
the  entirety  of  the  recruiting  process.  Strong  evidence 
indicates  that  successful  recruiters  have  a well-developed 
understanding  of  who  their  applicants  are  and  what  they 
are  thinking  and  feeling  throughout  the  various  stages  of 
the  recruiting  process. 

Plan  specific  activities  into  the  DEP  sustainment 
program  that  will  help  to  build  the  relationship  between 
the  recruiter  and  the  applicant.  The  core  idea  is  to  have  a 
series  of  programmed  activities  and  tasks  for  the  DEP, 
that  requires  weekly  input  from  him  and  would  make 
him  feel  more  like  a soldier.  Increased  opportunity  for 
interaction  between  the  recruiter  and  the  applicant  would 
be  achieved,  along  with  contact  with  other  individuals 
currently  in  the  DEP  or  some  earlier  stage  of  the 
recruiting  process. 

Study  finds  traits  for  low  DEP  loss 

What’s  the  “bottom  line?”  In  general,  a recruiter  known 
for  having  a low  DEP  loss  rate  understands  the 
importance  of  relationship  building  and  sustains  the 
recruiter/DEP  relationship  throughout  the  recruiting 
process.  The  second  trait  is  the  recruiter  is  interested  in 
what  the  applicant  thinks  about  him  and  is  very 
concerned  about  the  applicant’s  level  of  trust  in  him  and 
his  expertise.  The  third  trait  is  the  recruiter  makes  the 
applicant  feel  like  he  is  a soldier.  Another  trait  is  the 
recruiter  helps  the  applicant  see  the  similarity  between 
himself  and  the  recruiter.  The  final  trait  is  the  recruiter 
understands  and  agrees  with  the  applicant’s  level  of 
satisfaction  toward  the  chosen  MOS,  his  MBPS 
experience,  and  his  recruiter. 


Recruiting  Process  Satisfaction 
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Did  You  Know? 

The  month  of  May  is  a prime  time  for  United  States 
Army  Reserve  (USAR)  recruiters  to  contact  college 
ROTC  MSII  students.  This  is  the  time  that  MSII  ROTC 
students  decide  whether  or  not  to  go  on  to  MSIII.  These 
high  quality  students  are  motivated  and  interested  in 
military  service.  The  MSII  student  should  be  contacted 
about  the  Split  Training  Option,  with  basic  combat 
training  this  summer  or  if  qualified,  the  Simultaneous 
Membership  Program  (SMP).  This  will  provide  the 
USAR  with  a quality  soldier  who  will  also  benefit  from 
this  experience,  through  Active  Duty  pay  for  the  summer, 
acquiring  basic  soldiering  skills,  and  a better 
understanding  of  leadership  concepts.  Contact  the  MSII 
instructor  who  can  provide  you  with  referrals  and  access 
to  this  market.  In  the  fall,  contact  all  the  remaining  MSIII 
students  to  ensure  they  have  been  informed  about  the 
SMP. 

High  School  Senior  DTP  Follow-up 

It’s  that  time  again,  time  to  follow-up  with  your  schools 
and  DTPs  to  verify  education  status.  Ask  yourself  the 
following  questions: 

1.  Are  your  CIHS  DTPs  passing  their  junior  year? 

2.  Are  your  senior  DTPs  going  to  graduate? 

3.  Are  your  student  DTPs  passing  those  courses  required 
by  their  MOS  and  have  you  arranged  to  provide  the  official 
transcripts  required  to  ship? 

TWOR  Recruiter  Update 

The  Technical  Warrant  Officer  Selection  Board  concluded 
March  21,  1997.  A combined  effort  from  all  the  TWO 
recruiters  resulted  in  boarding  68  applications,  the 
highest  ever.  The  momentum  needs  to  continue  with  the 
three  remaining  boards  (May  17,  July  21,  and  Sept.  15). 

In  order  to  achieve  our  FY  97  mission,  93  applications 
must  appear  before  the  remaining  boards  with  our 
deadline  of  Sept.  15.  Your  dedication  and  devotion  to 
duty  is  essential  in  achieving  the  FY  97  TWO  mission. 
Congratulations  to  the  following  Technical  Warrant 
Officer  Recruiters  for  submitting  additional  Technical 
Warrant  Officer  Applications,  and  exceeding  their 
assigned  mission  for  2nd  Qtr  FY  97  and  for  the  fiscal  year. 

Baltimore  Battalion 
SFC  Kyle  Upton  (5) 

SFC  Daniel  Romanchik  (3) 

Columbus  Battalion 
SFC  Robert  Walters  (3) 

Columbia 

SFC  Regina  Mata  (2) 


SSG  Kimberly  Fegreus  (2) 

Dallas 

SFC  Michael  Lawler  (1) 

Montgomery 
SFC  Beverley  Degratia  (1) 

Minneapolis 
SFC  Steve  Raines  (1) 

Nashville 

SSG  Joseph  Malcolm  (1) 

Phoenix 

SFC  Felix  Delgado  (1) 

Pittsburgh 
SFC  Curtis  Page  (1) 

Oklahoma  City 
SFC  Cecil  Stephens  (1) 

San  Antonio  Battalion 
SGT  Linda  Andis  (3) 

The  following  TWORs  achieved  their  2nd  Qtr 
assigned  mission  . 

SFC  Dale  Shannon  - New  England 
SFC  Johnny  Miller  - Raleigh 
SFC  Virgil  Harris  - Tampa 
SFC  Willie  Garrett  - Chicago 
SFC  Hosea  Beverly  - Indianapolis 
SFC  Douglas  Bearinger  - Des  Moines 
SFC  Theodore  Brown  - St  Louis 
SFC  Marcus  Doo  - Los  Angeles 
SFC  Shirley  Grier  - Sacramento 

Teamwork  and  Leadership  involvement  make  the 
difference. 

1st  Bde  - 2nd  Qtr  132  %,  FY97  YTD  103% 

2nd  Bde  - 2nd  Qtr  1 1 0%,  FY97  YTD  1 08% 

3rd  Bde  - 2nd  Qtr  113%,  FY97  YTD  79% 

5th  Bde  - 2nd  Qtr  1 08%,  FY97  YTD  96% 

6th  Bde  - 2nd  Qtr  88%,  FY97  YTD  92% 

ARPERCEN 

In  order  to  serve  you  better,  SGM  Rivera,  NCOIC 
USAREC  Liaison  Team,  ARPERCEN,  requests 
that  a MEPCOM  Form  714  be  included  with 
ALPHA  Control  number  requests.  Many  of  the 
ALPHA  Control  number  requests  require  either 
re-accession  or  correction  before  we  can  issue  an 
ALPHA  Control  number.  The  MEPCOM  Form 
714  provides  several  critical  data  elements  that 
expedite  the  process.  Your  cooperation  is  greatly 
appreciated. 
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Four-star  general 
visits  high  school 

By  Perry  Edelbergs,  Cleveiand  Battalion 
AfrPA 

EUCLID,  OHIO  — Not  often  dois 
a four-star  general  get  iisD  oduccd  to 
a high  school  assembly  by  his 
nephew.  Less  of : : ^ his  general 
the  third  Africian  /Vtnerican  four-star 
in  US  history. 

It  was  during  Black  History  Month 
that  Rashad  Wilson,  Euclid  (Ohio) 
High  School  senior,  introduced 
GEN  Johnnie  E.  Wilson  to  his 
school  assembly.  Wilson,  com- 
mander, Army  Materiel  Command, 
opened  his  remarks  by  noting  the 
school’s  exceptional  sports  and  aca- 
demic reputation.  Stressing  the  im- 
portance for  young  people  to  stay  in 
school,  the  general  said  that  often  he 
wished  that  had  had  paid  more  atten- 
tion to  teachers,  since  education 
plays  such  an  important  role  in  one’s 
life. 


He  told  the  students  to  steer  clear  of 
drug  use  and  gang  activity  because 
of  the  pain  and  suffering  that  can  re- 
sult from  involvement.  GEN  Wilson 
closed  his  comments  at  Euclid  by 
asking  all  the  students  to  rise  up  and 
promise  to  respect  their  peers, 
friends,  teachers,  and  parents.  He 
also  asked  them  to  strive  to  be  all 
they  can  be,  explaining  that  they 
truly  do  have  the  opportunity  to  lead 


the  world. 

GEN  Wilson  was  in  the  Cleveland 
area  to  visit  and  receive  briefmgs  at 
the  Army  Materiel  Command  labora- 
tory at  the  NASA  Lewis  Research 
Center  in  Cleveland.  Later  that  same 
day  the  general  spoke  to  the  Junior 
ROTC  cadets  at  Southview  High 
School  in  the  general’s  hometown  of 
Lorain,  Ohio. 

William  H. 
Willoughby, 

Jr.,  (left)  Civil- 
ian Aide  to  the 
Secretary  of 
the  Army  for 
Northern  Ohio; 
GEN  Johnnie 
E.  Wilson, 
Army  Materiel 
Command;  and 
Robert  Knuth, 
Euclid  (Ohio) 
High  School 
principal,  wait- 
ing to  speak  at 
the  Euclid  High 
School  assem- 
bly. 


Jazz  Band  Ensemble  performs  in  the  Harrisburg  area  high  schools 


Story  and  photo  by  Renee  McElveen, 
Harrisburg  Battalion  AfrPA 

When  the  United  States  Continental 
Army  Band  Jazz  Ensemble  visited 
Gettysburg  High  School  (Penn.), 
they  gave  a clinic  to  the  band  class. 
SEC  Aaron  HiU,  director  of  the  Jazz 
Ensemble,  talked  about  careers  as  a 
musician  in  the  Army  and  fielded 
questions  about  music  from  the  stu- 
dents. 

At  the  afternoon  concert  at  Gettys- 
burg, the  Jazz  Ensemble  had  the  stu- 
dents and  faculty  clapping  along  to 
their  musical  selections.  The  group 
played  jazz  styles  ranging  from  Ella 
Fitzgerald  to  Eric  Clapton. 

In  addition  to  performing  in  Gettys- 
burg, the  Jazz  Ensemble  visited 
Lewistown,  York,  and  Harrisburg. 


SFC  James  Stanley,  United  States  Continental  Army  Band  Jazz  Ensemble,  forgoes  his 
lunch  break  to  give  some  drum  lessons  to  Tony  Fox,  a junior  at  Gettysburg  High  School  in 
Pennsylvania.  Members  of  the  Jazz  Ensemble  visited  Gettysburg  recently  to  give  a clinic 
to  the  Gettysburg  High  School  Band  and  perform  a concert  for  the  school. 
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Four  of  the  seven  female  DTP  members  recruited  by  SSG  Patricia  Robinson 
arrived  at  the  Corona  Recruiting  Station  (Calif.)  for  a photo  session.  From 
left  to  right  PVTs  Kathryn  Hernandez,  Peggy  Tyler,  Robinson  (center),  and 
PVTs  Shaney  Kottmeir  and  Elia  Trejo. 


Seven  happy  women 
enlist  in  the  Army 
Reserve  with  the 
help  of  one  recruiter 

Story  and  photo  by  Mary  Vogiatzis, 

Southern  California  A&PA 

CORONA,  CALIF.  — Small  in  stat- 
ure but  strong  and  extremely  adept 
at  her  job  — that’s  SSG  Patricia  Ro- 
binson, USAR  recruiter,  from  the 
Corona  Recruiting  Station. 

She  is  a single  parent  raising  five 
wonderful  children.  She  gives  her 
children  quality  time,  and  she  ex- 
tends this  same  kind  of  time  to  her 
Delayed  Training  Program  soldiers. 
Ask  anyone  she  has  put  in  an  Army 
Reserve  job,  and  they  will  tell  you 
she  is  the  best  recruiter,  an  outstand- 
ing soldier  and  person.  They  can’t 
say  enough  good  things  about  her. 

Since  most  of  her  DTP  soldiers 
bring  her  qualified  referrals,  she 
works  hard  with  these  referrals. 

She  works  long  hours  with  the  ut- 
most integrity  and  is  a shining  exam- 
ple of  a USAR  recruiter. 

“I’m  honest  with  new  Reserve  sol- 
diers and  prospects  but  willing  to 
help  them  in  any  way  I can,”  said 
SSG  Robinson.  “I  have  never  had  a 
DTP  drop  out  or  have  anyone  be- 
come a DTP  loss,  and  I work  con- 
tinuously in  order  to  avoid  such  a 
problem,”  added  Robinson. 

She  genuinely  likes  and  supports  the 
people  she  works  with.  There  seems 
to  be  a bond  of  trust  and  friendship 
that  emerges  from  her  relationship 
with  applicants.  Ultimately,  this  may 
be  a big  reason  for  her  success  in 
working  with  women. 

At  the  present  time,  Robinson  has 
seven  women  in  the  Delayed  Train- 
ing Program  and  all  of  them  are  ex- 
cited about  their  new  jobs. 

The  recent  publicity  on  sexual  harass- 
ment events  has  not  created  any  con- 
cern for  these  DTP  soldiers. 


They  indicated  that  since  the  Army 
is  aggressively  investigating  such 
problems  there  isn’t  any  big  reason 
for  them  to  worry  about  it. 

They  are  more  interested  in  getting 
the  training  and  support  they  want 
for  their  future  careers  in  the  Army. 

PVT  Elia  Trejo,  enlisted  for  six  years 
in  order  to  train  to  be  a 91C,  practi- 
cal nurse  for  the  349th  General  Hos- 
pital in  Irvine,  Calif. 

This  will  be  a second  job  for  her 
when  she  returns  from  her  training. 

Elia  is  a 29-year-old  mother  of  four 
and  wanted  to  do  this  three  years 
ago  but  nobody  would  give  her  a 
chance. 

“SSG  Robinson  was  great  and 
helped  me  to  make  my  dream  come 
true,”  said  Trejo. 

PVT  Kathryn  Hernandez,  17,  en- 
listed for  six  years  as  a 91K,  medical 
lab  specialist. 

“I  decided  to  enlist  because  the 
Army  had  the  package  I wanted. 
When  I finish  my  training.  I’m  plan- 


ning to  return  to  college,”  stated 
Hernandez. 

PVT  Shaney  Kottmeier,  21,  is  a full 
time  student  at  California  State  Poly- 
technic University,  Pomona,  Calif. 
She  enlisted  as  a 9 IT,  animal  care 
specialist. 

“My  boyfriend  left  for  basic  training 
in  February,  and  I have  to  admit  that 
it  was  my  boyfriend  who  talked  me 
into  enlisting,”  stated  Kottmeier. 
“However,  the  only  job  I wanted 
was  working  with  animals,  and  SSG 
Robinson  found  it  for  me.” 

PVT  Peggy  Tyler  decided  to  enlist 
for  six  years  as  a 91B  medical  special- 
ist with  the  437th  Medical  Hospital 
Unit.  “My  family  is  excited  and 
proud  of  me  for  setting  goals  and 
starting  a career,”  said  Tyler. 

All  of  these  women  are  independent 
’90s  women  and  excited  about  their 
decisions  to  enlist  in  the  Army  Re- 
serve. They  absolutely  believe  that 
Robinson  played  a major  role  in 
their  decisions  and  that  she  guided 
them  and  helped  them  all  along  the 
way 
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SGT  William  Caswell,  Springfield,  Mo.,  takes  time  out  from  recruiting 
to  participate  in  physical  training  with  students  at  Buffalo  High  School 
in  Missouri  and  still  is  able  to  make  mission.  (Photo  by  John  Willis) 


Recruiter  spends 
two  days  a week  at 
local  high  school 
being  physical 

by  Sharlene  Reeder-Jorgensen,  Kansas 
City  Battalion  AhPA 

SPRINGFIELD  STATION  — SGT 
William  Caswell,  a Springfield,  Mo., 
recruiter,  goes  out  to  Buffalo,  Mo., 
twice  a week  to  participate  in  physi- 
cal training  with  some  of  the  stu- 
dents at  Buffalo  High  School. 

Caswell  has  been  assigned  in  Spring- 
field  for  the  past  five  months  and  has 
fared  pretty  well  for  a new  recruiter. 

A field  artilleryman  by  trade  who 
spent  his  basic  training  weeks  at 
nearby  Fort  Leonard  Wood,  he  vol- 
unteered for  recruiting  duty  because 
he  likes  interacting  with  kids. 


Caswell  has  a deep  interest  in  spend- 
ing time  with  the  students  and  in 
helping  them  make  the  right  choices 
in  life  as  well  as  in  school.  He  has 
gained  a rapport  with  the  coach, 

John  Willis,  which  helps  to  put  him 
in  a position  to  workout  in  class 
with  the  youth  in  the  Buffalo  area. 

“He  gets  out  there  and  runs  with  the 
kids  and  does  things  with  them 
physically  that  I can’t  do,”  Willis  said. 

“Sarge  has  been  a great  asset  to  my 
weightlifting  class,”  he  went  on. 

Because  of  his  young  age,  Caswell 
can  relate  to  the  kids  and  talk  about 
their  problems  more  easily  than 
teachers  and  parents  can. 

He  is  a mature  adult;  however,  he  is 
still  young  enough  to  have  recent  ex- 
periences similar  to  those  of  the  stu- 
dents. 


“It‘s  good  having  him  here.  I know  I 
can  trust  him  with  my  students,” 
Willis  said. 

Several  of  the  students  in  the  weight- 
lifting class  are  DEP  members,  and  it 
gives  Caswell  a chance  to  get  with 
them  on  a regular  basis  to  answer 
questions  and  give  them  advice 
about  basic  training  and  the  Army  in 
general. 

“I  joined  the  Army  to  get  money  for 
college,”  said  Joey  Barnes  who  will 
receive  the  Army  College  Fund  of 
$30,000. 

Barnes  is  a former  student  and  gradu- 
ate of  Buffalo  High  School  who 
often  goes  to  the  school  with 
Caswell. 

Caswell  was  instrumental  in  recruit- 
ing Shane  Luke  and  his  brother 
John,  two  more  Buffalo  students. 

Shane  is  in  the  Army  Reserve  and 
joined  to  become  a dispatcher  with 
the  505th  Transportation  Unit  at 
Springfield. 

“It’s  the  best  thing  that’s  happened 
to  me,”  said  Carl  “Buster”  Carter, 
who  will  receive  a $4,000  enlistment 
bonus. 

They  all  agree  that  the  job  market  is 
scarce  and  that  college  is  the  way  to 
go.  A good  education  can  give  them 
an  edge  to  penetrate  that  job  market. 

Caswell  works  with  these  students  to 
help  them  learn  to  be  great  soldiers 
not  unlike  himself.  They  have  a lot 
of  respect  for  him  and  learn  from  his 
expertise.  He  teaches  them  by  exam- 
ple. 

He  participates  in  commimity  activi- 
ties and  explains  to  parents  some  of 
the  things  he  has  experienced  as  a 
soldier,  which  helps  to  dispel  many 
of  the  myths  about  soldiers  and  what 
they  do. 

Caswell  lives  in  Springfield  with  his 
wife,  Roanna,  and  their  daughters, 
Asisa,  5,  and  Sasha,  3. 
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The  value  of  center 
of  influence  events 

Photo  and  story  by  Dianna  Phillips,  Raleigh 
Battalion  AhPA 

RALEIGH  MAIN  STATION  — A 
center  of  influence,  (COI)  event  is 
hosted  by  the  Army  for  individuals 
who  can  help  the  recruiter  develop  a 
better  image  of  the  Army,  influence 
individuals  to  enlist,  or  provide  ac- 
cess to  prospects. 

Emphasis  for  these  events  is  placed 
on  educators  and  counselors  at  high 
school  level.  Recruiters  should  also 
invite  key  influencers,  including  col- 
lege officials,  community  and  civic 
leaders,  and  the  media. 

SEC  Charles  Beard,  Raleigh  Main 
Station,  explained  a COI  event  as  “in- 
dicative of  how  educators,  key  busi- 
ness leaders,  news  media,  and  the 
Army  interact  for  the  betterment  of 
the  local  community  and  the  nation 
as  a whole.” 

Jack  Lenahan,  education  specialist, 
and  Virginia  Carol,  ASVAB  test  coor- 
dinator, Raleigh  MEPS,  were  guest 
speakers  at  several  events. 

“Lenahan  has  revitalized  the  interest 
in  the  Army  within  the  Wake 


LTC  Warren  C.  Singleton, 
Raleigh  (N.C.)  Battalion 
commander  presents  a 
certificate  of  apprecia- 
tion to  Janet  Samples, 
owner  and  publisher  of 
the  Garner  Times  at  a 
Garner  (N.C.)  center  of 
influence  (COI)  event. 
Raleigh  Main  recruiter, 
SFC  Charles  Beard,  was 
the  host. 


County  School  District,”  Beard  said. 
Recruiters  across  the  battalion  have 
hosted  events  recently  that  provided 
support  for  themselves  as  well  as  for 
the  Army. 

As  a result  of  these  events,  recruiters 
are  getting  more  face  time  in  the 
schools;  school  administrators  are  re- 
questing more  ASVAB  testing, 

(some  have  not  allowed  the  test  for 
three  years);  and  counselors  are  re- 
questing mentors  for  at-risk  stu- 
dents, as  well  as  using  the  Stay  in 
School  video  tape,  “It’s  Your 
Choice,”  in  their  counseling  pro- 
grams. 


LTC  Warren  C.  Singleton,  com- 
mander Raleigh  Battalion,  and  CPT 
Darrel  Johnson,  Raleigh  Company 
commander,  attended  several  events 
and  were  pleased  with  the  results. 

COI  events  are  tools  to  open  the 
doors  of  opportunity  in  high 
schools;  but  don’t  forget  the  other 
doors,  the  ones  that  will  lead  the 
way  to  the  COIs  in  the  community. 

Business,  civic  and  community  lead- 
ers, and  news  media  are  the  major 
influencers  in  the  community.  To 
influence  others,  they  must  be 
informed. 


Need  some  really  big  posters? 
These  were  produced  in-house  at 
the  Sacramento  Recruiting  Battal- 
ion using  the  enlarging  capability 
of  a copier.  The  original  ad  slicks 
were  enlarged  in  sections  at  200 
percent  and  pasted  together,  then 
the  paste-up  was  enlarged  again  in 
sections  200  percent  and  a second 
paste-up  done.  It  took  about  an 
hour  to  make  both  posters,  includ- 
ing cutting  and  pasting.  They  were 
used  at  a college  job  fair  at  Chico, 
Calif.  According  to  CPT  Ramon 
Torry,  left,  and  Tom  Blackwood, 
right,  the  posters  were  quite  effec- 
tive in  drawing  students  to  the 
Army's  booth. 


give  U$  TIME 
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1.  Advanced  course  cadets  in  the  SMP  are  paid  at  the 

rate  of  an for  their  OSAB  or  ARNG  training  as- 
semblies, plus  up  to  $ 3 yeaf  subsistence 

allowance  from  the  ROIC. 

a.  E3,  $500.00  b El,  $300.00 

c.  E4,  $600.00  d E5,  $1 ,000.00 

2.  What  is  the  period  for  requesting  application  forms  for 
four-year  Army  BOTC  scholarships? 

a.  Sept  1 - Dec  1 5 b.  Oct  1 - Nov  1 0 

c.  April  1 - Nov  1 5 d.  Jan  6 - May  31 

3.  Civil  conviction  for  a felony  offense.  A waiver  request 
will  not  be  submitted  until  a two-year  period  has  elapsed 
since  the  termination  of  probation  or  parole,  or  in  the 
case  of  no  probation  or  parole,  was  imposed  from  the 
date  of  a felony  conviction. 

a.True  b.  False 

4.  State  approved  education  program  established  for  the 
purpose  of  qualifying  individuals  for  enlistment  for  mili- 
tary service,  is  considered  creditable  and  the  diplomas 
will  be  accepted  for  enlistment. 

a.True  b.  False 

5.  Initiate  USAREC  Fm  446  on or  the  next 

available  workday. 

a.  31  June  b.  31  May 

c.  1 July  d.  1 Apr 

6.  A moral  waiver  request  may  be  resubmitted  after  six 
months  have  passed  from  submission  date  of  the  original 
waiver. 

a.True  b. False 

7.  To  ensure  contact  in  accordance  with  USAREC  Reg 
350-6,  paragraph  6-2d  , USAREC  Fm  200-C  are  main- 
tained on  members  of  the  Alternate  Training  Program 
who  have  returned  from  BT  in  which  division? 

a.  Div  1 b.  Div  2 

c.  Div  3 d.  Div  4 


8.  Direct  all  efforts  at  contacting  seniors  (TSC  l-IIIB) 

within working  days. 

a.  three  b.  four 

c.  five  d.  seven 

9.  Milestone  for  junior  list  construction  by  30  November 

is . 

a.  50  percent  b.  35  percent 
c.  25  percent  d.  75  percent 

10.  What  is  the  MEPRS  code  (ED  Code)  for  an  individual 
who  has  completed  an  approved  adult  education  pro- 
gram? 

a.  12L  b.  128 

c.  12B  d.  12D 

1 1 . Those  applicants  scoring  0-39  on  the  English  Compre- 
hension Level  Test  (ECLT)  will  enlist  for  3 years  regard- 
less of  MOS  for  which  enlisting. 

a.True  b.  False 

12.  The  bonus  will  be  paid  in  one  lump  sum  up  to  a maxi- 
mum of , to  the  soldier  upon  arrival  at 

the  first  duty  station. 

a.  $4,500  b.  $5,500 

c.  $5,000  d.  $4,000 

13.  Ninety  clock  hours  are  equal  to  how  many  semester 
hours? 

a.  five  b.  three 

c.  six  d.  twelve 

14.  If  the  maximum  confinement  under  local  law  for  an 
offense  exceeds  four  months,  but  does  not  exceed  one 
year,  how  should  the  offense  be  treated? 

a.  minor  traffic  b.  misdemeanor 

c.  felony  d.  minor  non-traffic 

15.  An  applicant  interested  in  enlisting  as  a Ranger  must 
be  a US  citizen  as  part  of  the  qualifying  process. 

a.True  b.  False 


(The  answers  to  this  month's  Test  can  be  found  on  the  inside  back  cover.) 
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Morrell  Awards 


ATLANTA 

SFC  Danny  Williamson 
SFC  Linda  Choice 
SFC  Holly  Mills 
SFC  Steven  Cantell 

BALTIMORE 

SSG  Dennis  Boyd 
SFC  Jeffrey  Whitmore 
1SG  Ronald  Winalski 
SFC  Connie  Watkins 
SFC  Rick  Chavers 
SFC  Carlton  Brown 

COLUMBIA 

SFC  Leslie  Sharver 

DES  MOINES 

SSG  John  Guhl 
SFC  Jerry  Wagner 

GREAT  LAKES 

SFC  John  Pattee 
SFC  Kimbrew  Murrell 
SFC  Mervin  Williams 

JACKSON 

SFC  Glen  Dupuis 
SFC  Bobby  Sterling 

JACKSONVILLE 

SSG  Darnell  Braggs 

HARRISBURG 

SFC  David  Daniszewski 
SFC  Michael  Kuzma 

KANSAS  CITY 

SFC  Charles  Brown 


MINNEAPOLIS 

1SG  John  Wims 
SFC  Steve  Raines 

NASHVILLE 

SFC  Edward  Lane 

NEW  ENGLANO 

SFC  Mark  Aquino 

NEW  YORK  CITY 

SSG  Robert  Hert 
SSG  Mark  Rivera 
SFC  Maria  Figueroa 
1SG  Michael  Edwards 
SFC  Anthony  Frost 

OKLAHOMA  CITY 

SSG  Anthony  Bowden 
SFC  Paul  West 

PHOENIX 

SSG  Bryan  Hamilton 

RALEIGH 

SFC  Alex  Farfan 

SACRAMENTO 

SSG  Stephen  Todd 

SALT  LAKE  CITY 

SFC  Jerald  Bellon 

SAN  ANTONIO 

SFC  Joseph  Vieira 

SOUTHERN  CALIF. 

SFC  Marie  Gruetzmacher 

SYRACUSE 

SFC  William  Miller 


Rings 


BALTIMORE 

SSG  Kelvin  Jones 
SFC  Ronald  Davis 
SSG  Leo  Perfetta 
SSG  Michael  Walters 
SSG  Craig  Dolan 
SSG  Sammy  Payne 
SGT  Erving  Wright 
SSG  Timothy  Howard 
SGT  Clinton  Hayward 
SSG  Thomas  Boyd 
SFC  S.  Thompson 
SGT  Jessie  Fox 
SGT  Tamara  Hairston 

BECKLEY 

SFC  Terry  Keeling 

COLUMBIA 

SFC  Federick  Brown 
SSG  William  Wyatt 
SSG  Martin  Bethea 

DES  MOINES 

SSG  Stanley  Lowe 

GREAT  LAKES 

SSG  Tyrome  Myatt 
SSG  M.  Stobart 

HARRISBURG 

SSG  James  Ditchey 
SFC  Stephen  Wilt 

JACKSON 

SSG  Tracy  Miller 

JACKSONVILLE 

SFC  Anthony  Willie 

KANSAS  CITY 

SSG  Donald  Courtois 
SSG  Mark  Fuller 

MIAMI 

SGT  Michelle  Robinson 
SGT  Vic  Mary  Alvarez 
SFC  Edwin  Negron 


Badges 


SGT  Angel  Perez 
SFC  Ricardo  Vives 

MILWAUKEE 

SSG  Vincent  Letteriello 

MINNEAPOLIS 

SFC  Roger  Weinhaus 
SFC  Russell  Sharbaugh 

MONTGOMERY 

SGT  David  Adcox 
SSG  Matthew  Green 
SSG  Edward  Wilder 

NASHVILLE 

SFC  Holly  Hudy 
SSG  William  Martin 
SSG  James  Byrd 

NEW  ENGLAND 

SGT  Kevin  Griffis 

NEW  ORLEANS 

SGT  B.  Wriceharvey 
SSG  Jeffrey  Witt 
SSG  Terry  Wydra 
SSG  Gerald  Bordelon 

NEW  YORK  CITY 

SFC  Ralph  Lanford 
SFC  Rickey  Patterson 
SFC  Luigi  Dicarlo 
SFC  Andrew  Dykes 

OKLA.  CITY 

SSG  Rick  Polus 
SSG  Kenneth  Wimer 
SSG  Marshall  Williams 

PHILADELPHIA 

SGT  Corey  Deal 
SSG  Alan  Campbell 
SFC  Steven  Stokes 
SFC  Michael  Herron 
SSG  Frederick  James 
SFC  Frederick  Finn 


ALBANY 

SSG  David  Johns 
SSG  Fred  Brown 
SGT  R.  McKeithan 
SGT  Gene  Woodcock 

ATLANTA 

SGT  Johnny  Shine 
SGT  Gregory  Chandler 
SSG  Timothy  Meadors 
SSG  Rosalyn  Mayes 


PHOENIX 

SSG  Anthony  Gast 

PORTLAND 

SSG  Thao  Kamarkahi 
SFC  D.  Punihaole 

RALEIGH 

SFC  R.  Anderson 
SSG  Timothy  Hanlon 
SFC  Joseph  Durnin 
SFC  Anthony  Evans 

SACRAMENTO 

SSG  Jose  Ortiz 
SSG  Ronald  Snipes 

SALT  LAKE  CITY 

SSG  Brian  Mote 
SSG  D.  O'Conner 
SSG  Clifford  Cook 
SGT  Jack  McIntyre 

SAN  ANTONIO 

SFC  David  Lindquist 

SEATTLE 

SSG  R.  Breazeale 

SOUTHERN 

CALIF. 

SFC  Michael  Baca 
SSG  Losa  Kelek 
SSG  Michael  Lemon 
SFC  Robert  Hanson 
SSG  R.  Redondo 
SSG  W.  Milledge 
SSG  Richy  Colligan 

ST.  LOUIS 

SGT  M.  Rightnowar 

TAMPA 

SSG  R.  Vanness 
SFC  Shelton  Custis 
SSG  Henry  Walker 
SFC  L.  Laureate 
SFC  Willie  Dixon 

SSG  Wells  Hoadley 
SSG  Keith  Chapman 
SSG  Robert  Wiley 

BALTIMORE 

SGT  P.  Marcovich 
SSG  Gary  Goss 
SSG  Anthony  Ray 
SGT  Dedric  Jones 
SGT  Kevin  Parker 
SSG  H.  Campbell 
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BALTIMORE 

SFC  Diane  Ward 

BECKLEY 

SSG  Oda  Casto 
SGT  James  Durst 
SGT  Brian  France 
SGT  Thomas  Boyd 

CHICAGO 

SSG  Robert  Carroil 
SSG  Michael  Redenius 
SFC  Randy  Thomas 
SSG  Christopher  Morse 
SSG  Todd  Guyette 

CLEVELASyO 

SGT  Juanita  Jeter 
SSG  Thomas  Lasher 
SSG  Jeffrey  Fewell 

COLUMBIA 

SFC  Kellie  Hunt 
SFC  Ervin  Wells 
SSG  Jerry  Dinkins 
SGT  Grover  Quick 
SSG  Willie  Gardner 

COLUMBUS 

SGT  David  Wildman 
SGT  Bradley  Bailey 
SSG  Robert  Vest 

DALLAS 

SSG  John  Burchfield 
SSG  Warren  Crockett 
SGT  Charles  Curies 
SGT  Thomas  Creason 
SSG  Charles  Moody 
SSG  Derek  Baker 
SSG  Ricardo  Natera 
SGT  Alex  Ramirez 
SGT  Gary  Kilcrease 
SSG  Derrick  Hassell 

DENVER 

SFC  Donna  Thompson 
SFC  Raymond  Rocho 
SFC  Kenneth  LeBlanc 

DES  MOINES 

SGT  Kyle  Erkel 
SFC  Timothy  Hennessey 
SGT  Donald  Harman 
SFC  Gilbert  Woods 

GREAT  LAKES 

SGT  Joel  Nevills 
SSG  Steven  Hoechendorff 


SGT  Roger  Muzzy 
SGT  Jamaal  Anderson 
SGT  Aaron  Rogers 

HARRISBURG 

j SGT  Jason  Caswell 
SGT  Eugene  McPhee 

HOUSTON 

SSG  Joseph  McKinley 
SSG  Rodney  Ancell 
SGT  John  Gutierrez 
SSG  Bradlee  Amaro 
SGT  Patron  Washington 
SSG  Craig  Williams 
SSG  Douglas  Lein 

INDIANAPOLIS 

SSG  Spalvera  Mercer 
SSG  Jose  Maldondo 
SGT  Fracessie  Armstrong 
SSG  David  Dentler 

JACKSON 

SSG  Deborah  Hall 
SFC  Norman  Reeves 

JACKSONVILLE 

SSG  Alfred  Stall 
SSG  Ralph  Brown 
SSG  Stanley  Ross 

KANSAS  CITY 

SSG  Michael  Rowland 
SSG  Michael  Wood 
SSG  Michael  Glow 

LOS  ANGELES 

SFC  Jeannine  Brousseau 
SSG  Michael  Fulcher 
SFC  Mark  Lee 
SSG  Mark  Schultz 
SSG  Roberto  Macias 
SSG  Raul  Byrd 
SGT  Juan  Cavazos 
SSG  Corey  Oliver 
SSG  Aaron  Pelzer 
SSG  Dana  Charette 
SGT  Steven  Saign 
SSG  Rodney  Johnson 
SSG  Serena  Gilkey 
SFC  Scott  Peare 
SSG  David  Fortney 
SGT  James  Pomatto 
SFC  Peter  Yousko 
SSG  Joseph  Sanchez 

MIAMI 

SSG  Marcella  Rodgers 


SSG  Jorge  Freytes 
SSG  William  Swartz 
SGT  Tracy  Short 
SGT  Raymond  Lolinco 
SSG  Enoel  Santiago 
SSG  Lorraine  Parks 
SGT  Edwin  Cancel 

MILWAUKEE 

SFC  Charles  Bradsher 
SSG  Jesse  Marshall 
SSG  Timothy  Bebus 

MINNEAPOLIS 

SSG  Philip  Playle 
SGT  Danial  Hall 
SSG  Thomas  Hoffman 
SSG  Jack  May 
SSG  Michael  Klein 
SSG  David  Windsor 
SSG  Jeffrey  Auvil 

MONTGOMERY 

SSG  Dennis  Shedrick 
SSG  Cheryl  Hill 
SGT  William  Scott 

NASHVILLE 

SSG  Allen  Jefferson 
SSG  Michael  Payne 
SSG  Tony  McDonald 

NEW  ENGLAND 

SSG  Dennis  Lunnon 
SFC  Gregory  Wood 
SGT  Robert  Thomas 

NEW  ORLEANS 

SGT  Brian  Walker 
SSG  John  Budd 
SGTTye  Hanna 

NEW  YORK  CITY 

SSG  Floyd  Maclin 
SGT  Kenneth  Corbett 
SSG  London  Dubois 
SSG  Henry  Allen 
SSG  Anthony  Boyd 

OKLAHOMA  CITY 

SSG  Kevin  Smith 
SGTTherinzo  Catch 

PHILADELPHIA 

SGT  Tony  Gibbs 
SSG  Sidney  Ballentine 
SSG  Christopher  Nock 
SGT  Todd  Cercone 

PHOENIX 

SFC  Edward  Davis 
SSG  Rodney  Johnson 


SSG  Scott  Brooks 
SGT  Denise  Severns 
SSG  Jefferson  Hockenberry 
SSG  William  Ratley 
SGT  John  Pickett 
SSG  Paul  Bandstra 
SSG  Jimmie  Nelson 
SSG  Roland  Diaz 

PORTLAND 

SSG  Charles  Berry 

RALEIGH 

SSG  Christopher  Blanton 
SSG  Theren  Woods 
SGT  Kevin  Arnold 

SACRAMENTO 

SSG  Howard  Hawkins 
SFC  Jemel  Kyles 
SSG  Claude  Scott 
SGT  Matthew  Lee 
SSG  Robert  Rodriguez 

SALT  LAKE  CITY 

SSG  Todd  Satterfield 

SAN  ANTONIO 

SFC  Lynn  Krapa 
SFC  Gregg  Helgeson 
SSG  Irving  Sanchez-Almadovar 
SSG  Jesus  Oporto 

SEAHLE 

SGT  Nathaniel  Skinner 

SOUTHERN  CALIF. 

SGT  Brent  Kimbell 
SFC  Randy  Bielec 
SSG  Sheree  Cruz 
SFC  Connie  Morgan 

ST  LOUIS 

SGT  Bruce  Ross 
SSG  Monica  Duncan-Boney 
SSG  Timothy  Davis 
SSG  Eric  Cowans 

TAMPA 

SSG  Martha  Johnson 
SSG  Theodore  Headen 
SSG  Michael  Owens 
SGT  Metonya  Baker 
SSG  David  Johnston 
SGT  Curtis  Warren 

1ST  BDEAMEDD 

SFC  Diane  Patterson 

3d  BDE  AMEDD 

SSG  Richard  Martin 
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1st  Brigade 


RSM  Mar  97 

2d  Brigade  3d  Brigade  5th  Brigade  6th  Brigade 


TOP  TEAM  MEMBER  (Recruiter) 


RA  SSG  Parker,  J. 
(BN)  (Philadelphia) 


SGT  Hines,  G.  SFC  Hayden,  W.  SFC  Schultz,  K.  SGT  Leae,  J. 
(Montgomery)  (Milwaukee)  (Kansas  City)  (S.  California) 


USAR  SSG  Stoneburg,  A.  SSG  Barrett,  J.  SSG  Mosley,  T.  SFC  Lindquist,  D.  SFC  Hendricks,  S. 
(BN)  (Baltimore)  (Nashville)  (Indianapolis)  (San  Antonio)  (S.  California) 


TOP  TEAM  (Station) 

LARGE  Church  Avenue 
(BN)  (New  York  City) 

SMALL  Presque  Isle 
(BN)  (New  England) 


Miami  West 

(Miami) 

St.  Croix 

(Miami) 


Portage 
(Great  Lakes) 

Oshkosh 

(Milwaukee) 


Manhattan 

(Kansas  City) 

Hollister 

(Kansas  City) 


Indio 

(S.  California) 

Chino 

(S.  California) 


AMEDD 

(HCRT)  Syracuse 


Florida 


Detroit 


New  Orleans  Northern  California 


Commanding 


Answers  to  The  Test 


1.  d,  USAREC  Pam  350-6,  page 
5,  Chap  2,  para  2-7b 

2.  c,  USAREC  Pam  350-6,  page 
7,  Chap  3,  para  3-3C(1) 

3.  true,  USAREC  Reg  601-56, 
page  2,  Chap  1,  para  1-8b(2) 

4.  false,  USAREC  Reg  601-101, 
page  3 , Chap  2,  para  2-2c(3) 

5.  c,  USAREC  Reg  350-6,  page 
13,  Appendix  C,  C-3 


6.  false,  USAREC  Reg  601-56, 
page  33,  Appendix  D,  D-6 

7.  c,  USAREC  Reg  350-6,  page 
27,  note 

8.  c,  USAREC  Reg  350-6,  page  6, 
Chap  3,  para  3-1 3c 

9.  a,  USAREC  Reg  350-6  , page 
6,  Table  3-1 

10.  c,  AR  601-210,  Chap  2,  page 
6,  para  2-7,  a(2) 


11.  false,  AR  601-210,  Chap  2, 
page  10,  para  2-1 8b 

12.  c,  AR  601-210,  Chap  5,  page 
52,  para  5-101 

13.  d,  AR  601-210,  Chap  2,  page 
12,  para  2-22a 

14.  b,  AR  601-210,  Chap  4,  page 
23,  para  4-4,  c(1) 

15.  true,  AR  601-210,  Chap  9, 
page  99,  table  9-3,  (12) 
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